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How To Hold a Remarkable Sale 


Tremendous Quantity of Footwear Marketed in 
Two Days in Modest Store Outside 


E Pidgeon store has held a 
sale that has proved to be the 


largest in its history. Very 

few sales ever held in Rochester 
have approached it in number of 
pairs and value of merchandise sold. 
The amount of business done in the 
first two days would be considered 
as good volume for a month in most 
of the larger shoe stores in this city. 
I noted with interest the prepa- 
rations for the sale—the boarding 
up of the windows to prevent the 
crowd pushing in the plate glass; 
the arrangements for the presence 
of police officers at hours when the 
crowd would be largest; the division 
and rearrangement of the stock to 
allow the entire main floor to be 
devoted to men’s and women’s shoes, 
and to secure equally large space 
on the lower floor for children’s 
shoes and for all the rubber goods 
and the hosiery; the interviewing 
and selecting of more than thirty 
extra salesmen. “What an optimist 
Pidgeon is,” I thought; “he cer- 
tainly has great expectations for 
this sale.” But when I saw the 
crowd of people assembling in front 
of the store long before the opening 
hour; and when, as the doors were 
unlocked, folks came flooding into 
the store, occupying every seat and 
preempting practically every foot of 


standing room; and when the doors. 


High-Rent District 


BY O. K. JOHNSON 





OT often is a shoe store se- 

lected as a laboratory for test- 
ing policies, plans and methods for 
conducting special sales. But this 
was exactly what the writer of this 
article did in Rochester, N. Y., on 
Dec. 11 and 12, when he was com- 
missioned by Mr. Pidgeon to make a 
survey of a sales event in the Pid- 
geon store, as a preliminary to a 
professional study of the merchan- 
dising policy and methods of the 
business. He had the fullest oppor- 
tunity for the constant observance 
of the progress of this sale through- 
out the first two days. 

He regards the outcome of the 
enterprise as evidence to confirm 
the position and standing of this 
store as among the leading large 
and successful shoe stores in the 
city of Rochester and in the trade 
territory for more than fifty miles 
around. 


had to be locked several times dur- 
ing these two days te prevent the 
crowd within the store from becom- 
ing unmanageably large; I said to 
myself, “Somehow, when Pidgeon 
was planning for this sale, he knew 
exactly what to expect.” 

It. was clear from the beginning 


that this sale was not the direct 
result of extensive advertising, for 
no publicity was used except news- 
paper advertising and this did not 
fill large space. At the end of the 
second day, I asked Mr. Pidgeon 
and his heads of departments to tell 
me in a word the reason for the 
tremendous response with which the 
public met the very modest and 
moderate announcement of this sale. 
On th x matter they expressed no 
difference of opinion. All answered, 
“The confidence of the people in the 
shoes and in the store.” No one 
will quarrel with this answer. I 
agree with them on this point. But 
I want to elaborate on this and the 
other causes which contributed to 
the success of the sale. I offer the 
following paragraphs as a contribu- 
tion to the data which, when col- 
lected in sufficient quantity and 
variety from many sources, will help 
to make the merchandising of shoes 
a more exact and scientific enter- 
prise. 


RRANGEMENTS and methods 
were worked out in detail in 
advance, nothing which could be fore- 
seen being left to circumstance. This 
preliminary work covered the period 
of ten days while the store was 
closed to allow workmen to clean 
things up and restore the damage 
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caused by floods of water with 
which the firemen had drowned out 
a serious fire on the upper floors 
of the building. 


The sale was thoroughly systema- 
tized. Every type of footwear had 
its specified place. The main floor 
was devoted entirely to high-grade 
shoes for men and women. The 
store’s usual selling space was dou- 
bled by opening the entire basement 
to the public. Hosiery was placed 
in the front of the lower floor; the 
rear was occupied with children’s 
shoes and all rubber footwear. In 
the center of the lower floor island 
tables were used to display broken 
lots of men’s and women’s footwear, 
representing incomplete ranges of 
sizes or goods slightly damaged by 
water, and marked at very low 
prices. 

In arranging the stock, all car- 
tons were kept low in the shelving, 
within reach of salesmen standing 
on the floor. All ladders were re- 
moved and the runway kept clear 
along the stock shelving to allow the 
selling force to travel back and forth 
without getting in each other’s way. 


NE law was inflexibly enforced 

among the salesmen, Put shoes 
back in the cartons. Don’t leave a 
shoe out. As soon as a salesman 
found that a style did not interest a 
customer or that another size was 
needed, he invariably put the stock 
away at once. Thousands of shoes 
were shown to customers during 
these two days, but no stock was in 
sight except the shoes the customers 
were inspecting. Consequently the 
salesmen were never delayed by the 
necessity of hunting for the mer- 
chandise. 

Customers were served speedily. 
Fast work cannot be done in a sale 
unless there are plenty of salespeo- 
ple. A salesman was assigned to 
every two customers. Thirty extra 
men were added to the force. The 
management of the men looked to 
speed. With men’s shoes on one 
side of the store and women’s shoes 
on the other, salespeople were under 
the direction of the respective de- 
partment managers. Extra sales- 
men were placed strategically, one 
on either side of a regular salesman, 
who was held responsible for the 
quick and accurate work of the two. 
This scheme worked out well. Peo- 
ple found that no one was compelled 
to wait unreasonably, but that 
everyone was given the quickest 
possible attention. 

The sale was the most exacting 
test to which the seating plan of 
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the store has yet been subjected. 
Equipment is individual opera 
chairs, set in pairs, facing the side 
walls, in two lines running the 
length of the store and raised upon 
a platform which permits salesmen 
to stand while fitting shoes. Many 
advantages are asserted for this ar- 
rangement; during the sale it was 
very evident that the plan facili- 
tates the quick handling of large 
crowds. When the salesmen were 





A Policy for Clearance 


XPENSES which often 

mark special sales, and 
which often result in abuses, 
are avoided by certain specifi- 
cations brought to the notice 
of the people both through 
newspaper advertising and by 
means of large banners dis- 
played in the store. Among 


these were “No charges, No 
delivery, No telephone orders, 
No refunds.” 

These restrictions on cus- 
tomers are justified by the ma- 
terial price reductions at sale 


time. If the merchant sacri- 
fices on price, buyers may 
justly be expected to sacrifice 
somewhat on service. At sale 
time a store may offer nothing 
but shoes and fitting service, 
all other features of service 
going by the boards to make 
the lowest prices possible. 
Customers can be made to un- 
derstand that the withdrawal 
of customary service is partly 
responsible for the low prices 
at which they can buy the 
footwear. Fitting standard 
was maintained. 





all at their posts and the doors were 
opened, people moved down the 
length of the platform and filled the 
seats; others stood behind occupied 
chairs and slipped into places va- 
cated by customers. Only buyers 
sat down; if accompanied by family 
or friends, the others stood and 
waited for them to finish buying. 
This made it easy to sell the buyers 
quickly. The standing crowd was 
on the platform and thus did_ not 
interfere with the salespeople, who 
had the unhindered use of the run- 
ways along the stock shelving. 
Expenses which often mark spe- 
cial sales, and which often result in 
abuses, were avoided by certain 
specifications brought to the notice 
of the people both through newspa- 
per advertising and by means of 


large banners displayed in the store. 
Among these were “No charges. No 
delivery. No telephone orders. No 
refunds.” These restrictions on 
customers are justified by the ma- 
terial price reductions at sale time. 
If the merchant sacrifices on price, 
buyers may justly be expected to 
sacrifice somewhat on service. At 
sale time a store may offer nothing 
but shoes and fitting service, . all 
other features of service going by 
the boards to make lowest prices 
possible. Customers can be made 
to understand that the withdrawal 
of customary service is partly re- 
sponsible for the low prices at which 
they can buy the footwear. 


ALE customers were fitted ac- 

cording to the Pidgeon standard 
and method of fitting. Extra sales- 
people were instructed on fitting on 
the day preceding the opening of 
the sale, and their fitting of cus- 
tomers was constantly under the 
scrutiny of floormen and of regular 
salesmen standing alongside them. 
In spite of the rush, there were 
several instances where customers, 
wanting wrong size shoes, were told 
that the store could not sell the 
shoes unless the buyers were willing 
to accept the judgment of the store 
on the question of fit. This may 
have meant the loss of a few sales. 
But it is certain that it brought 
forcibly to the attention of a num- 
ber of people the fact that Pidgeon 
will not sell shoes unless they are 
fitted right. He knows that a suc- 
cessful business cannot be built up 
and maintained on questionable fit- 
ting. 

This sale was not a clearing out 
of collections of small and large 
sizes left in stock after popular 
sizes had been sold, lots discontin- 
ued because of style changes, or 
slow-moving styles bought in too 
large quantities. All merchandise 
in the store at the time of the fire 
was embraced in the sale. The 
salesmen, therefore, could show cus- 
tomers exactly what they wanted. 
No one was annoyed because a de- 
sired style was not included in the 
sale merchandise. Complete lots 
were available to all, so customers 
were not disappointed because they 
could not obtain correct size and 
width. This sale will have no back- 
wash of complaints on these scores. 

People were attracted to the base- 
ment. The Pidgeon basement is 4 
stock room. It was a question 
whether folks would walk down an 
unattractive stairway to a rough- 
finished room not ordinarily used 
for selling. The answer is—they 


[CONTINUED ON PAGE 60} 
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A Big Hand of Service 


Stretched Out for Any Merchant to Grasp 
in Betterment of His Business 


to you. Back of this long hand 

is a wealth of service. It be- 
longs to a big, jovial, helpful fellow 
in the person of Harry R. Terhune, 
field editor of the Boot AND SHOE 
RECORDER, six-feet-two, heeled. The 
spread of his hand from the top of 
his thumb to the end of his second 
finger is nearly a foot. You can’t 
miss it and its friendliness, because 
it is just ahead of a mind of inspi- 
ration and a wealth of ideas. 

This big boy is covering the coun- 
try, each and every State, for the 
BooT AND SHOE RECORDER. He visits 
stores, large and small, in city cen- 
ters and village fringes ali for the 
purpose of usefulness. That’s his 
function—making personal the con- 
tact between RECORDER subscribers 
and their great national shoe weekly. 

Back of this hand is an experience 
of twenty years at retail in every de- 
partment of store management. 
Wherever you meet him, and he is 
headed your way, put him to work. 

His is a wide-open franchise. 


T's hand of service is extended 


If he finds some store has a prob- 
lem that needs a'week of his time, he 
forgets all else and camps on the job 
until he has solved it. In some towns 
he may rush through like a whirl- 
wind, breezing into stores, extend- 
ing that long hand of his that can 
be grasped on any section of it (only 
we hope you get your hand back with 
its normal number of bones and 
muscles). He regulates his grip to 
the needs of the moment. If a store 
looks below par, power is pushed into 
the hand to snap the merchant out of 
his lethargy. 

Harry spreads good cheer. If he 
comes into your store, get a good 
merchandising idea from him, and 
send him on his way with one that 
he can help some other merchant 
with. Here is just a handful of ideas 
from Harry for this issue. They 
come out of Texas territory. From 
time to time you will hear more of 
him and his progress, for he is trav- 
eling by auto the country over. 
Here’s what he says: 


¢¢Q'OME of the wise cracks they 
tell me. 

“J. H. Breffeilh of Shreveport, 
La., told me: If they really wish to 
solve the traffic problem, make a law 
that will keep all automobiles off the 
streets until they are paid for in full. 

“Isador Zesmer of Dallas says, I do 
not expect much business in January. 
It is one of the best months of the 
year, for then I have a chance to 
clean to my buying mistakes of Au- 
gust and September. 

“Henry Hermer of Dallas lets me 
in on a secret, as follows: Every- 
one is talking colored kids for early 
spring. That is just the reason that 
I am going to lay off. With all stores 
showing colored kids from $5 to $10, 
I will have to have something dif- 
ferent to attract the girls who pay 
me $12 to $17, and I think now it 
will be colored satins. 

“ ‘Bud’ Kahn of Dallas isn’t string- 
ing me when he says: 

“The trouble with the shoe busi- 
ness is that most every one is trying 
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to play on four strings, when they 
should play on just the G string. 
The fixed expenses in the high-grade 
family shoe store is too great. They 
have been in an airplane for the past 
seven years, now it is time that they 
came down on the ground. True con- 
ditions have not been faced, but con- 
ditions have been allowed to get the 
best of all of us. False pride has 
made us keep too many unnecessary 
expenses, and we have been kidding 
ourselves that things will break bet- 
ter next season. And next season is 
the same old story. Styles have 
changed. There are no old folks 
styles, yet we fool ourselves by keep- 
ing too many so-called staples, just 
because we always did it. We did 
not know that the tide had changed. 


66 H. GRIFFITH, buyer, Nei- 

eman-Marcus Co., Dallas, 
says to me: The three bad features 
of the retail shoe business are: Too 
many stores, too large stocks, too 
many returns. Adjustments can be 
eliminated in a large extent by care- 
ful shoemaking. The past season 
with patents has been a tough one. 
We only have the medium and fine 
grades, but the number of repaired 
patents that were returned after the 
shoes had been worn was astonish- 
ing. The buying public is getting 
more critical each season. It does not 
take them long to get wised up. For 
example, during the war it was the 
easiest thing possible to sell a new 
Second Lieutenant his first pair of 
riding boots, but when he came back 
for his second pair he was then a 
First Lieutenant and knew more 
about boots, leather, etc., than the 
man who made them; as a matter of 
fact, he knew no more than the cow 
who first owned'the hide. Just the 
same, the buying public is quicker to 
learn than us shoe men. 

“The year 1926 is going to be very 
disastrous or very good. No halfway 
measures. I believe it will be a ma- 
terial season, with the base of all 
style, FIT. Some buyers do not give 
a style a fair show. Now, I have one 
that has been good for the past three 
years and is still going good; in fact, 
I have just placed orders for 1200 
more pairs on it. The reason it is 
successful is because it fits. 

“Texas will still stick to the wide- 
toe lasts, with heels from 18 to 22-8s. 
Girls here jump from the wide-toe, 
low-heel lasts to the wide-toe, high- 
heel types. The woman who has al- 
ways worn the wide toes can never 
wear the narrower ones, or at least 
she will not. 

“Style oxfords will be good while 
women wear their coats, after that 
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the trend will probably swing to 
pumps again. 

“The hose people have had a cinch 
the past seasons, but next spring 
they will have their troubles, for all 
indications point to a matching sea- 
son, especially in the higher grades. 


v6 N the dollar-sale scheme I 

learned of one that sold 1100 
pairs of women’s shoes in six hours 
with a force of twelve people. W. A. 








My hand—one page back— 
my copy—above—and here's 
ME— — — 





Here’s Harry—welcome grip and 


smile. Read what he wrote en 
route—it’s refreshingly original re- 
search. 





Harris, manager of Sanger Bros., 
Dallas, pulled off the stunt last 
month. The shoes were odd lots and 
slow sellers, worth at retail from $5 
down, and were bunched. at. one price 
of a dollar. The sale started at 9 
a. m., and every pair was gone by 3 
p. m. To make buying easy, twelve 
tables were used, with a big card on 
each table telling the size. Regular 
salespeople sold from 100 to 285 
pairs each, with only two extras be- 
ing used. As most of these shoes re- 
tailed at from $12 to $16, customers 
appreciated the bargains that they 
were getting. 





“There were two objects in hold- 
ing the sale: Getting rid of the shoes 
and inducing new faces to come to 
the department. Mr. Harris says 
that it is an open question with him 
whether the store is ultimately ben- 
efited by such sales, or whether it is 
wisest to dispose of such merchan- 
dise to the job lot dealers. 


a6 NE stunt that goes still fur- 

ther is to give shoes away— 
yes, sir, for bait. They are actually 
giving away shoes in Grand Saline, 
Tex. The T. B. Meeks Co. had some 
300 pairs of shoes not Worth while 
carrying in inventory, so they tied 
them up in boxes, marked the size on 
the outside and advertised to give 
one pair away free to every one that 
purchased other shoes. The free 
shoes were, of course, all old styles, 
mostly high-heel boots with narrow 
toes. Customers were told the kind 
of shoes that they were, so there 
would be no hard feelings. It was 
further stipulated that there would 
be no exchanging of the gift shoes. 
The scheme worked out remarkably 
well, with the customers entering 
into the spirit. 

“Something of this sort can be 
tried once to a store’s advantage, but 
there will be no opportunity of the 
need of its being tried a second time, 
according to W. H. Jarvis. These 300 
pairs were the tag ends of many sea- 
sons’ styles, the result of doing 
business on 25 per cent of the stock, 
while the other 75 per cent was dor- 
mant. Today Mr. Jarvis is showing 
a good profit in his shoe department 
for the first time in five years, and is 
doing business on 75 per cent of his 
stock, getting a satisfactory turn- 
over, too. 

“The Meeks store sells _ shoes, 
stockings, salt, satin, sugar, shingles, 
silk, soda, shellac, sago, silver, samp, 
starch, salves and several similar 
sundries. The shoe shelving ran to 
the ceiling and was always filled with 
shoes. Too many shoes, so the boss 
decided, and he had the shelving cut 
down, doing away -with the ladders, 
also doing away with the parking 
facilities of 2000 pairs of shoes. 
Right then the shoe department com- 
menced to make money, for there 
were fewer old shoes and more new 
ones, with the new ones coming in 
often enough to keep the young folks 
interested. 


66 HE unusual in shoes indicates 

someone has been making 4 
business where none existed before. 
They say that a real salesman could 
sell. felts and overs down on the 
Equator. This may be a far-fetched 
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statement. Baird Bros. of Shreve- 
port sell men’s three sole, wear proof 
lining, heavy brown calf boots, made 
on nature-shaped last. Most everyone 
remarks when they see this shoe in 
the window that such a shoe cannot 
be sold in this warm climate, as it is 
a typical northern type. However, 
Baird Bros. sell them from October 
to Feb. 1, and have sold a surpris- 
ingly large number for the past five 
years. 

“It is not to be expected that any- 
one else down South could follow 
their lead and successfully merchan- 
dise a heavy shoe of this character, 
but the fact remains that they are 
selling an increasing number each 
season. These shoes do not go to 
policemen, as one would naturally as- 
sume, but to office and business men, 
who say they like to feel some real 
sole leather underneath their feet. 


6s AKING the most of an op- 
portunity is what makes a 
merchant successful. Alexandria, La., 
advertises as being in the heart of 
the State, and has many conventions. 
At a recent teachers’ convention over 
2000 attended, so Weiss & Goldring 
got a lot of good publicity by giving 
away three cash prizes of $50, $25 
and $10. All one had to do to be 
eligible for a prize was to register 
his name and address at the store. 
There was no obligation to buy in 
any way, shape nor manner. This 
something for nothing was the means 
of inducing 1250 people to register 
their names. If these names were 
purchased at 10 cents apiece, which 
is a reasonable price, this list would 
have cost $125. 
“As a result of this scheme over 
a hundred new accounts, represent- 
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ing nearly every community in the 
State, were opened up. During the 
convention the store maintained an 
information bureau, and did every- 
thing to make the stay of the visitors 
pleasant. The actual sales during 
this period exceeded by far the effort 
spent, and the new accounts have in- 
variably proved active since that 
time. 


*sC’Y OME day, perhaps, shoes will 

be racked according to sizes 
and not lines. Here’s how a merchant 
checks on widths: Isador Liebreich, 
Jr., of Monroe, La., has worked out 
a most unique and interesting record 
book that gives him a world of in- 
formation. It is designed for the 
small store, where the owner can 
have all sorts of vital dope about his 
business at a minimum effort spent 
in bookkeeping. This book is ar- 
ranged first off in widths; that is, 
each page is devoted to the history 
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of a certain width, giving the name 
and address of the customer, date 
shoes were purchased and the size. 

“It acts as a buying guide, show- 
ing the total sizes that must be pur- 
chased, and so tends to eliminate the 
slow-selling end sizes and widths. 
Then, too, it shows at a glance what 
sizes certain customers wear, mak- 
ing it possible to drop a note or 
phone the trade when wishing to 
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the following manner: One shoe of 
every style in the house is laid on 
a long table. With each shoe is 
placed the sheet showing the history 
of this particular style since it has 
been in the store. Next the lines 
are analyzed with the idea of deter- 
mining the “whys” of the slow 
sellers and the disposition to be 
made of the short lines. Then the 
shoes that are to be pushed are left 











A RECORD OF WIDTHS 
Name Address Date 5—6—7—8s8— Sum Ean 11 B Width 
M. Alder 619 Texas St., 5/26/25 ao oe Se 
Monroe, La, 
J. F. Slater Rushton, La. 5/30/25 1 
Will James lst Nat’l Bank, 7/2/25 1 
Monroe 
Dr. G. F. Sawyer Monroe 7/5/25 1 





Total Sizes 


Total for B Width a 











dispose of odd lots, or to inform them 
of new shoes arriving. 

“A card file arranged alphabeti- 
cally is also kept for quick reference. 
This is referred to when each cus- 
tomer comes into the store. Mr. 
Liebreich believes that the impres- 
sion made on the customer when he 
sees the previous sale looked up is 
worth considerable. The card record 
is regularly used when sending let- 
ters to customers. 


“Good ideas cut from the pages of 
the RECORDER are pasted in a scrap 
book for future needs. This store 
handles men’s shoes only, and in 
prices from $8 to $14. 


66 M. SELBY, buyer and man- 
e ager, men’s shoe depart- 
ment, Volk Bros., Dallas, tells me 
Texas is a great country for high- 
grade branded shoes. When a man 
digs down for more than $10 for a 
pair of shoes, he demands that the 
name of some well-known high-grade 
manufacturer be attached. For 
some time the makers of fine shoes 
just rested on their laurels and let 
it go at that. Now by putting in 
plenty of style they have broken 
down price resistance to a large 
extent and have increased pairage 
considerably. Take the Edwin Clapp 
line for instance; since we have 
been merchandising these shoes 
oftener, as we are obliged to, on 
account of the style element, we are 
carrying an average of 400 pairs 
less, but have increased our sales 
a good ten per cent. That means 
we are carrying less shoes, but sell- 
ing more pairs. 

‘“Men’s shoes require mighty close 
watching today. We do not hold 


shoes until the end of the season 
any more, but merchandise the en- 
tire stock every 15 to 30 days in 


out. These shoes are shown to the 
salesforce with the necessary com- 
ments. In some cases it is price 
reductions or P. M.’s. All lines 
under twenty pairs are put in a 
separate group, our “Jigger Line.” 
These “Jiggers” have four subdivi- 
sions, tan oxfords, tan boots, black 
oxfords and black boots. All shoes 
are run according to size in each 
of these subdivisions, being marked 
with a reduced price, and carry a 
25c or 50c P. M. 

“A record sheet is made out giving 
the numbers of those shoes that we 
wish the men to get behind and is 
posted conveniently near the selling 
stock. As each man sells a pair of 
shoes of this list, he notes it on the 
sheet. In this way we know the 
men who are pushing most of the 
shoes deemed necessary to be moved, 
in order that the stock may be kept 
active and fresh. 

“When traveling men get together, 
hotels always come up for discus- 
sion. 

“I arrived in Texarkana, Tex., on 
the late night train recently, and on 
going to the Hotel Grim, found that 
I had run into a State convention 
of icemen. Even at that time of 
night there were icemen all over the 
premises, trying to find a place to 
sleep. Things looked pretty bad for 
me until I told the clerk that I was 
a traveling man, and then I was 
promptly assigned a fine sample 
room. The next morning Ted Smith, 
the manager, told me that he real- 
ized that hotels were supported by 
traveling men rather than by con- 
ventions, so he always reserved one 
entire floor for the commercial peo- 
ple. Instead of having the usual 
signs posted warning us of conven- 
tions; this hotel says: ‘Come on, 
boys, we’ve got room for you.’” 
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Do Arithmetic Books Mislead? 


ie is astonishing that people have greatly mis- 
taken ideas about the profits secured by retail 
merchants when we examine the school books from 
which they receive their impressions? 

The following examples are taken from an arith- 
metic prepared for junior high school students: 

“A furniture dealer buys 6 couches at $35 each 
and 8 sets of dining chairs at $33 a set. He sells 
the couches at a profit of 40 per cent and the chairs 
at a profit of 35 per cent. For how much did he 
sell this lot of furniture?” 

“A hardware dealer gets in a lot of scissors 
costing 62 cents a pair, of knives costing 38 cents 
apiece, of knives costing 78 cents apiece, of skates 
costing 90 cents a pair, and of razors costing $2.75 
apiece. He marks them, to the nearest 5 cents, so 
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as to make a profit of 30 per cent. Find the market 
prices.” 

What a fortunate thing it would be if instead of 
being taught that the profits of retailing range 
from 30 per cent upward, these boys and girls were 
taught the elements of cost entering all transac- 
tions. 

It might not be out of place to instruct school 
children to appreciate the fact that the services 
rendered by merchants are essential to the com- 
fort and convenience of modern living. Much of 
the attitude of young people is due to the estab- 
lished theory that the mere payment of money ful- 
fills their obligation to society. 

We will have a finer generation when we have 
taught our boys and girls that the salesman who 
serves them is an important factor in our social 
organization and that the retail merchant is not a 
mere money grubber. 

How much of the attitude toward business on the 
part of the public is due to the impressions gained 
in school? Some of the laws proposed by State 
legislators, and even in Congress, reflect the 
theories learned from school books. 

A public speaker traveling over the country took 
occasion to ask more than 100 audiences of busi- 
ness men about the instruction being received by 
their boys and girls in school, and learned that out 
of more than 25,000 business men not more than 
65 actually knew the character of business ex- 
amples used in teaching their own children. 

We have much to say about educating the pub- 
lic to an appreciation of facts, why not start with 
the school books? 


Too Much Credit Damfoolishness 


MAN may buy on credit, and pay off in week- 
ly installments, a house, a garage, a car, 
phonograph, radio set, player piano, vacuum clean- 
er, washing machine, sewing machine, fireless 
cooker, clothing for himself and family, any and 
all kinds of furniture and household things and 
hundreds of other items, too numerous and tedious 
to mention. And, from present indications the 
average American is doing it. 

That is one of the reasons why shoe men are 
having such a hard time of it in selling the right 
kind of shoes at the right kind of prices. 

One merchant told the RECORDER recently: “In 
my town I find that most of the people are making 
weekly payments on automobiles, radio, diamonds, 
fur coats and other luxuries, while they allow their 
shoe bills to go unpaid. I have tried to collect even 
a small installment on some of my accounts only to 
be told that all the ready money was going to the 
credit installment fellows.” 

Another merchant in a larger town said: ‘“Peo- 
ple spend all their money for damfoolishness and 
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then come here and try to beat me down on my 
prices for shoes.” 

And, right at this critical time comes the credit 
installment shoe man. A girl earning $12 or $15 
a week may buy a pair of shoes by paying down a 
small installment and the balance so much a week. 
She does not get the shoes until all the installments 
are paid, however. 

Too much credit. That is the greatest menace to 
business now. All the banks and financial insti- 
tutions say it. The wisest economists say it. And 
the mad whirl goes on. Who is responsible for it 
all? 

Where do all these concerns get the goods that 
are sold so freely on the credit installment plan? 
Some manufacturer extends a line of credit to all 
of them. Some banker extends a line of credit to 
the manufacturer. It all goes right back to the 
fountain head of capital. No man can do business 
without credit. Check it back to the source and 
you will find that the most culpable of all the of- 
fenders are the guardians of other people’s money 
—the bankers. Where will it end? 

Much has been said about the over supply of 
shoes and the overstocking of stores. It is a fact 
that there are too many shoe stocks in the country. 
Not too many shoe stores, mind you. But too many 
shoe stocks. Too many shoes in hands that are un- 
worthy to be called shoe men. 

It has become too easy for Tom, Dick or Harry 
to get a shoe stock. It has reached a point where 
almost any man with a small building, a small 
shop, a “concession” for a shoe department, or a 
shack out in the desert, may get a line of credit 
and a stock of shoes. 

Manufacturers in their eagerness to obtain or- 
ders are looking with too 
lenient an eye upon the re- 
quests of irresponsible peo- 
ple for credit and shoe 
stocks. Recent failures 
prove it. One concern fail- 
ing to the tune of some 
hundreds of thousands of 
dollars, bumped _ certain 
shoe manufacturers good 
and hard. The most casual 
investigation of the bank- 
rupt, it seems, would have 
shown him up as a bad risk. 
Surely there was no reason 
in the world for extending 
such a profusion of credit. 
Credit properly used, is the 
oil that keeps the machin- 
ery of business running 
smoothly, but a too liberal 
application of oil is likely to 
be worse than none at all. 




















Alligator trimmed shoes appear in Florida, 
making a new shine problem. Who says men 
are not stylish? 
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Can Anyone Run a Shoe Store? 


EGITIMATE shoe merchants are beginning to 
ask questions of themselves. They are begin- 
ning to look with bilious eyes upon the manufac- 
turers who supply shoes indiscriminately to Tom, 
Dick and Harry. 

Here is a specific instance. A shoe merchant of 
the very first credit rating, conducting his busi- 
ness in a high class manner, bought certain shoes 
from a manufacturer at the factory price of $5. 
He put them on sale in his store at $8 retail. With- 
in two weeks a small job lot store down the street 
put the same shoes, identical in every way, on sale 
at $5.95. Can you match that? Here is a mer- 
chant patronizing a factory in a real way, doing 
business on a margin that would permit him to con- 
tinue in business, compelled to meet the competi- 
tion of a storekeeper who is willing to accept 95 
cents as profit (?) Do you think that manufac- 
turer will ever get another order from the shoe 
merchant? 

There is a certain section of the country where 
many retired farmers have taken up their abode 
on account of the climate. These old fellows, hav- 
ing considerable money and a lot of idle time, soon 
begin itching for something to do. They decide to 
start a store. They rent a little place and proceed 
to stock up. After buying all the things they can 
think of they add shoes because every store must 
have shoes, they say. People of this class have a 
perfect right to start as many stores as they choose. 
No one can deny them that privilege. But what 
right have they to be in the shoe business? They 
know nothing of the art of fitting in the first place. 
They innocently cripple a lot of feet. But they get 
shoes and credit. 

Still worse is the cut- 
throat who deliberately 
opens a store with the in- 
tention of beating every- 
body that comes in contact 
with him. He gets shoes 
and a line of credit. 

It seems to me that it is 
about time the manufactur- 
er of shoes was giving more 
attention to credits. It is 
in that department of his 
business that his greatest 
peril lies. 

The whole process of 
credit granting needs over- 
hauling. After all, where 
is the sense in building up a 
big volume of business by 
granting liberal credit 
terms to everyone and any- 
one, then failing to collect? 
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Pennsylvania Invites Five States 
To Her Banner Convention and Style Show, 


Atlantic City, Jan. 18-20 


HE officers of the Pennsyl- 
vania Shoe Retailers’ Associa- 
tion expect every  live-wire 
shoe merchant in Pennsylvania, New 
Jersey, Delaware, Maryland, Dis- 
trict of Columbia and Virginia to 
attend this Convention, Exhibition 
and Style Pageant. 

They say, “We expect the busi- 
ness sessions to be better, we expect 
the exhibitions to be better and we 
expect the Style Pageant to be a 
beautiful spectacle of feminine love- 
liness, displaying the latest artistry 
in footwear. And we expect fully 
two thousand shoe men in Atlantic 
City in 1926.” 

“T fully expect this to be the big- 
gest Convention we’ve ever held,” 
says George M. Garman, President 
of the Pennsylvania Shoe Retailers’ 
Association. 

“I come in daily contact with 
many travelers, with manufacturers 
and with retailers, and can say 
without fear of contradiction that 
in my twelve years’ affiliation with 
the P.S.R.A. I have never heard so 
much favorable comment about a 
Convention, Exhibition and Style 
Pageant. Several manufacturers 
have already reserved display rooms, 
and one company that had one room 
last year has reserved two for the 
coming Convention. This speaks 
for itself. Our aim is to have 2000 
shoe men in attendance. Every 
shoe man in the five States should 
be there.” 


ERCHANTS in charge of the 
Convention are: 

Executive Committee—Chairman, 
George M. Garman, President, 
Philadelphia, Pa.; Lee Reineberg, 
York, Pa.; B. W. Shaub, Lancaster, 
Pa.; A. J. Schmidt, Pittsburgh, Pa.; 
Charles Cleres, Philadelphia, Pa.; 
C. J. Mensch, Secretary, Pittsburgh, 
Pa. 

Displays Committee — Chairman, 
B.’ W. Shaub, Lancaster, Pa.; C. 
Fred Bikle, Hagerstown, Md. 

Style Show Committee — Chair- 
man, Harry I. Boyd, Lancaster, Pa.; 
C. C. Bane; Mgr., I. Miller & Sons, 
Philadelphia, Pa.; Albert Forster, 
Philadelphia, Pa.; George N. Geu- 
ting, Philadelphia, Pa., and Jules 








Winkelman of Philadelphia, Pa. 

Speakers and Program Committee 
—Chairman, Malcolm H. Neuwahl, 
Altoona, Pa.; Joseph H. Borland, 
Braddock, Pa.; Morris Browdy, 
Pittsburgh, Pa.; A. N. Foster, 
Uniontown, Pa.; J. B. Morrison, 
Pittsburgh, Pa. 

Publicity Committee—Chairman, 
Charles Cleres, Philadelphia, Pa.; 
C. W. Miller, Johnstown, Pa.; C. G. 
Dillman, Philadelphia, Pa.; S. J. 
Propper, Philadelphia, Pa.; H. J. 
Gentel, Harper’s Walk-Over Shoe 
Store, Philadelphia. 

Badges and Registration—Chair- 
man, George K. Frees, Phoenixville, 
Pa.; Roy Walter, Wilkes-Barre, Pa.; 
F. E. Bader, Phoenixville, Pa.; 
Justin Pagel, Norristown, Pa.; H. 
S. Frederick, Souderton, Pa. 

Nominating and Election Com- 
mittee—Chairman, Louis. Beigel, 
Pittsburgh, Pa.; Dan W. Glick, 
Pittsburgh, Pa.; George B. Kirk, 
Brownsville, Pa.; LeRoy R. Levis, 
Philadelphia, Pa.; Christian Wen- 
deroth, Philadelphia, Pa. 

Regional Association Committee 
—Chairman, Lee Reineberg, York, 
Pa.; Roy Walter, Wilkes-Barre, Pa.; 
A. N. Foster, Uniontown, Pa.; Al- 
bert Forster, Philadelphia, Pa.; C. 
Fred Bikle, Hagerstown, Md.; A. R. 


Mandeville, Trenton, N. J.; Henry 
A. Hirsh, Washington, D. C.; War- 
ner Peirce, Richmond, Va.; Milton 
M. Bendheim, Wilmington, Del. 

The program of the Convention is 
as follows: 


MONDAY, JANUARY 18, 1926 


Registration opens 9 a. m. 
Directors’ meeting, Club Room of 
the Traymore, 9 a. m. 
Opening of Convention 11 a. m. 
Invocation, President’s Message, 
Report of Secretary and Treasurer. 
Committee appointments: Reso- 
lutions, Credentials, and Election. 
Minutes of 1925 Convention. 
Open forum: 


1. Stock control; 

2. Profits through accessory 
control; 

3. How to figure profit; 

4, Turnover; 

5. Organization cooperation— 
compensation and education; 

6. Advertising ; 

7. Spring Styles. 

Style Show, American Dining 


Room, 8 p.m. (Showing the proper 
shoe for every occasion.) 


TUESDAY, JANUARY 19, 1926 


Entire day devoted to visiting 
Display Rooms, and placing orders 
for spring delivery. 

Style Show 8 p. m. During the 
second night of the pageant entirely 
different footwear styles will be 
shown on the runway. 


WEDNESDAY, JANUARY 20, 1926 


Convention session resumed in 
Rose Room. 

Community Publicity, by Edwin S. 
Greer, Secretary Altoona Booster 
Association, Altoona, Pa. 

Address—Speaker not determined. 

Retail Outlook—William Nelson 
Taft, Editor Retail Ledger, Phila- 
delphia, Pa. 


EPORTS of Committees, includ- 

ing Regional Association Com. 

Board Meeting and Election of 
Officers. 

Surprise night 8 p. m.; introduc- 
tion of new officers; entertainment 
for ladies and gentlemen; vaudeville 
and dancing; announcement of at- 
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tendance price winners, 
etc.; Submarine Grill, 
Hotel Traymore. 

Here are some of the 
manufacturers who will 
exhibit at the Convention 
and show their footwear 
on living models on the 
peautiful runway: 

Ault-Williamson Co. 

Bett Shoe Co. 

Bilt-Rite Shoe Co. 

Bleecker Shoe Co. 

Carlisle Shoe Co. 

Chesley & Rugg 

Clement & Ball Shoe 
Mfg. Co. 

Colton, Mennies & Ra- 
dolf Shoe Mfg. Co. 

Conrad Shoe Co. 

Craddock-Terry Co. 

Dixon-Bartlett Co. 

Dunn & McCarthy 

Charles A. Eaton Co. 

Excelsior Shoe Co. 

Feder-Gregg Co. 

C. S. Gibbon Co. 

Heim & Doremus 


The boardwalk will have its mid-winter beauty contest 
Jan. 18, 19, 20 at the Traymore Hotel. 
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The A. S. Kreider Co. 

Laing, Harrar - Cham- 
berlain 

Marmon Shoe Co. 

P. W. Minor & Sons. 

P. J. Monaghan & Co. 

Muskin Shoe Co. 

D. Myers & Sons. 

Thos. G. Plant Co. 

Poole & Johnston 

Richards & Brennan Co. 

M. J. Saks Shoe Corp- 
oration 

Segall & Sons 

Sherwood Shoe Co. 

Shipley & Vaux Shoe 
Mfg. Co. 

Standard Kid Co. 

Stetson Shoe Co. 

Taylor Shoe Mfg. Co. 

N. B. Thayer & Co. 

Watson Shoe Co. 

Wearwell Shoe Co. 

Weimer, Wright & 
Watkin 

A. E. Wessell & Sons 

Wise & Cooper Co. 


Tide Has Turned for Wholesaler 


National Association of Shoe Wiidecalors Hold 
Annual Meeting in Boston 


Twenty-seventh Annual Meet- 
ing of the National Associa- 
tion of Shoe Wholesalers, Jan. 12, 
contains many subjects of vital inter- 
est to this branch of the footwear 
trade and will make the meeting one 
of the most interesting ever held. 
It is expegted that there will be a 
large attendance of wholesale shoe 
dealers from the Middle West, the 
South and New England and even the 
Pacific Coast will be represented. 
The past year has marked a sort 
of turning point with the wholesale 
shoe trade, and it is now looking to 
the future with a greater degree of 
confidence than its members have felt 
for several years. The twelve 
months undoubtedly have brought 
about a noticeable degree of stabili- 
zation among the wholesalers and 
this fact will be reflected in the dis- 
cussions to be held at the Annual 
Convention. 
The meeting will take place at the 
Copley-Plaza Hotel, Boston, com- 
mencing at 9.30 a. m., and the order 


| program arranged for the 


of business for the forenoon session 
will include the following: 


The Annual Address of 
President Ralph B. Jones. 

The Annual Report of the 
Secretary-Treasurer. 

The yearly reports of the 
Transportation, Legislative, 
Rubber Footwear and Mem- 
bership Committees. 

Discussion of Composition 
or Compromise Settlements (a 
subject recently taken up by 
the National Boot and Shoe 
Manufacturers’ Association), 
to be led by Louis M. Taylor, 
Secretary of the Wholesale 
Shoe League of New York. 

Consideration of Annual 
Expense Analysis, with re- 
port by President Jones. 

“Experience meeting” on 
the Return Goods situation, to 
be participated in by various 
members, and 

Discussion of the subject of 
National publicity in the in- 
terests of the wholesale shoe 
trade. 


Luncheon will be served at one 
©’clock, following which there will be 
addresses by invited guests, includ- 
ing Hovey E. Slayton, president of 
the F. M. Hoyt Shoe Co., Manchester, 
N. H.; Thomas R. Elcock, president 
of the American Leather Producers, 
Inc., and M. M. Converse, president 
of the Converse Rubber Shoe Co., 
Malden, Mass., and one or two other 
prominent rubber footwear repre- 
sentatives. 

The afternoon business session 
will be devoted to a discussion of 
miscellaneous matters, and will be 
followed by the Annual Rubber Con- 
ference, which has always been an 
important feature of the association’s 
meetings. This will be in charge of 
the Rubber Committee, Byron S. 
Watson, of Greene, Anthony & Co., 
Providence, chairman. 

The association’s Executive Com- 
mittee will have its usual .pre-conven- 
tion dinner at the Copley-Plaza, .on 
Monday evening, Jan. 11, at 6.30 
o’clock. 


‘ 
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AD Balboa, Cabrillo, or who- 
ever it was that discovered 
Los Angeles, deferred his 
voyage until November, 1925, the 
city might have had a different 
name. It is the opinion of this 
writer that the old Spaniard would 
have called it “The City of Beauti- 
ful Shoe Stores.” 
And that descriptive title would 
have been well bestowed. It is a 
city of beautiful, unique,- original, 
artistic, charming stores and shops. 
From the largest, palatial places, 
such as Innes, Gudes, Wetherby- 
Keyser, and others of that type, to 
the small shop in a side street, there 
is an element of originality, almost 
daring in the Los Angeles shoe 
store. 


ERE the commercial architect 
has been given free rein and his 
imagination has soared beyond the 
commonplace to the heights of beau- 
tiful artistry. And the lavishness 
of expenditure in fittings and fur- 
nishings shows that the Los Angeles 
shoe men are not afraid to unbuckle 
the weasel skin and invest real 
money in future development. 
Your correspondent hesitates to 
begin a descriptive article on this 
subject for fear he may be accused 
of exaggeration. But pictures tell 
the story better than words. So, 
in a future article we will present 
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In the City of Beautiful Shoe Stores Where 
Selling Is an Art 


BY R. L. PRATHER 


some photographic proof of the mat- 
ter. 


Styles in Los Angeles are varied 
and unusual. The colors in wom- 
en’s shoes run to tan shades, blonde 
kids and satins. The high heels are 
taking the girls’ fancy and on the 
street one sees more and more of 
the extreme heights. Pretty com- 
binations of tan and patent are 
good. 

Men’s shoes run largely to tans 
with the extreme wide toes. On the 
street the younger element wear the 
balloons with those trousers that 
remind one of the skirts the girls 
used to wear. Heavy soles and wide 
extension edges with much pinking 
and perforation. 


IGHT at this moment the low, or 

so-called “popular-priced,” shoe 
for women is staging a real show. 
Rather it is an epidemic. The 
smaller shops have nearly all fea- 
tured something in the way of low 
prices. All over the city the show 
cards announcing prices from $5 to 
$7 have broken out like a rash. 
Some of the larger and ordinarily 
higher priced stores seem to have 
been inoculated and have met the 
price wave with special sales at 
prices accordingly low. There seems 
to be a desire for volume rather 
than profit, if the retail prices are 
any criterion. 


How long this may continue is 
problematical. Surely there cannot 
be any durability to such selling. 
Some one will learn the ages-old 
lesson that low prices do not justify 
quality merchandise. Of course the 
better stores maintain the price level 
that is their due. 


UT, it is-a fact that the public 

is ready to fall for innovations 
in all things. Prices will for a time 
get a large volume, but there is 
always a day of reckoning. Shoes 
of quality cannot be sold at prices 
below manufacturing costs. 

Southern California is ‘unique in 
climate which permits the wearing 
of the lightest, daintiest, most deli- 
cately fabricated shoes in Winter. 
And that is the safe-hold of the 
quality merchant. 

The woman who wears nice shoes 
will require the best in workman- 
ship and materials. She will not 
be satisfied with a pump that gapes 
at the side and slops over at the 
arch. She will willingly lay down 
her ten or twelve dollars for the 
assurance of getting that smartness 
and genuineness available only in 
the high-grade footwear. 

Next week, we shall endeavor to 
feature some of the new shops and 
tell of some of the men who are 
making things “happen out here” 
where things have to happen. 
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Merchandising Below Sea Level 


Merchants in the Imperial Valley of California Do 
Business at the Lowest Altitude Known to Trade 


the United States, bordering 

on the state of Arizona, lies a 
great inland empire, once known as 
“the great desert of the Colorado 
River,” but now known as “Im- 
perial Valley.” The entire valley 
lies below the level of the sea, in a 
great basin, once the bed of the 
Gulf of California. The Colorado 
River in its centuries of silt carry- 
ing, built up a great dike that cut 
off the Gulf and formed a barrier 
between the upper reaches of the 
basin and the sea. The aridity of 
the climate soon evaporated the re- 
maining water and left a stark des- 
ert of sand and cactus. This was 
known to pioneer Americans as an 
impassible and impossible waste of 
land, where only the wild things 
might live. 


[ the Southwestern corner of 


N 1900 there was not one inhabi- 

tant of this land, now organized 
as Imperial County, California. Ven- 
turesome souls undertook an irri- 
gation project with the resolve to 
bring this desert waste under culti- 
vation. At that time financial aid 
for such projects was scarce. But 
they kept at it and irrigated con- 
sidenable of an area. The Colorado 
River, always treacherous and 
fickle, broke through and flooded 
the lands. Miles of railway were 
washed away. Settlements were in- 
undated. But those brave souls 
kept on. A larger and stronger or- 
ganization took over the task with 
the result that today over 557,000 
acres are irrigated and under cul- 
tivation. The river is temporarily 
restrained, the ranches are watered, 
and this vast country is one great 
vegetable and fruit growing dis- 
trict. In 1924 more than 65,000 car 
loads of Imperial Valley products 
were shipped to market. That 
means a car load for every inhabi- 
tant, for the population of the Val- 
ley is now estimated at 65,000 
people. Quite an increase in 24 
years? 

American trade follows wherever 
the pioneer blazes a trail. In the 
great valley towns have sprung up 
like mushrooms. Largest of these 
is El Centro, “The Center,” and a 
live, flourishing little city it is, 


All the buildings in the 
business district are erected 
on the arcade plan. The side- 
walks are recessed, second 
story projecting, thus afford- 
ing constant shade to the 
shopper. The sun may blaze 
on the streets but under the 
sheltering projection it is cool. 

This is a good preface to a 
story of a valley where frost 
is rare, and it is 70 deg. on 
the average the year around. 
If you are up north with zero 
weather just put yourself in 
the picture. 


populated with a thriving, go- 
ahead class of people. The city is 
50 feet below the level of the sea 
but the altitude means nothing to 
those people. They have builded a 
fine little city, paved the streets, 
grown trees, made homes, erected 
fine county and municipal buildings, 
and opened great stores. 

Surrounded by a country more 
fertile than the valley of the Nile, 
the richest producing country of 
the world, commerce flourishes. It 
is one of the greatest testimonials 
to the industry of Americans. Here 
in a desert, below the sea, in a land 
that was for hundreds of years con- 
demned as utter waste, desolation 
and death, Americans have “made 
the desert to blossom.” 


fb - are climatic conditions to 
dishearten the most courageous 
but no heat or cold can stop the real 
pioneer when he takes hold and sets 
his teeth. The tempenature goes 
high at midday but the builders 
have provided shelter from the rays 
of the sun. All buildings in the 
business district are erected on the 
arcade plan. The sidewalks are re- 
cessed, second story projecting, 
thus affording constant shade to 
the shopper. The sun may blaze on 
the streets but under that shelter- 
ing projection it is cool. That is 
true of the desert, it is nearly always 
cool in the shade. One old timer told 
the writer that if it was too hot on 
one side of the street he simply 
crossed over to the other side. 


Such conditions breed a hardy 
race. Desert life has always pro- 
duced a brave, sturdy people. Im- 
perial County is no exception. The 
merchants of Imperial Valley are 
alive. They conduct flourishing 
businesses. While faint-hearted 
ones might falter at the climatic 
conditions and that constant dread 
—the menace of the river—these 
merchants go on gaining and grow- 
ing stronger and greater each day. 

We spoke of the dread of the riv- 
er. It is a dread far greater than 
that of the dweller under the dikes 
of Holland or the levees of the Mis- 
sissippi. Imagine living and doing 
business in a country where a great 
river constantly threatens to over- 
flow the land. A river whose bed is 
higher than the land. When the 
snows melt on the mountains far 
to the north, the freshets come 
sweeping down through the Grand 
Canyon and into that narrow, tor- 
tuous channel. A sudden flood, a 
break in the banks, and disaster! 
In a few short hours all that man 
hath wrought in a desert land could 
be wiped away. It is a menace. One 
cannot help but shudder to think 
of the millions of dollars that might 
be destroyed, to say nothing of the 
thousands of lives. 


T the present session of Congress 
appeal will be made for pro- 
tective measures. The inhabitants 
of this great valley ask the nation’s 
lawmakers to build a dam high up 
in the Canon, a dam that will hold 
in check the flood waters of the 
Colorado. That water, properly re- 
stmined would turn wheels to gen- 
erate power, to irrigate greater 
acreage, to bring under the domi- 
nation of man a still greater stretch 
that now lies idle, a desert waste. 

It is the prayer of the Imperial 
Valley folk that the politicians will 
for the time being forget their 
game and render safe all that effort 
and bravery has done in this land 
of bounteous plenty. 

May Congress act, and act 
quickly. Meantime merchants are 
selling shoes below the level of the 
sea and hoping for protection 
against that menace of the river. 
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Beauty of Brocades Enhanced 
by Black Velvet 


ROCADES, buckles and heels on 

a strip of black velvet. The 
sparkle and color of these articles 
are displayed to advantage and with 
distinction against the black. One 
pair of slippers to the right front off 
the velvet and one pair off to the left 
about on the back line of the velvet 
floor cloth. Different colored pieces 
of brocades were draped at the back 
of the window. Thus did C. F. 
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A wheel of good fortune 




























































































Spin the Wheel and Win 


EVERAL shoes fastened to a 
slowly revolving disk. The disk 
is in a large box or behind a screen. 
There is an opening at the top of 
the cabinet or screen to allow for 
the display of one shoe, the price 
and a few words. The disk is moved 
by electricity and revolves slowly so 
that one looking at it has plenty of 
time to see the shoe and the price 
and read the wording before the next 
shoe appears in the opening. 
Folks are mighty curious and most 
of them will wait to see every shoe 
on the wheel. 





Make the brocades stand out and the customers will come in 





Hovey Company, Boston, display 
some of the I. Miller shoes. 

Brocades in their basic colors of 
gold, silver, old rose, cream, silver 
and gold, silver and black, gold and 
black, all beautiful in their color 
harmonies sparkled and shone in 
tune with the buckles and heels 
shown with them. 

In any window a happy showing 
of brocades with a few buckles and 
two or three heels will arouse the 
desire for ownership in any woman. 
Many a he-man will enjoy looking at 
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Any of. these 
Can becut from 
cardboard. 
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Or left plain 





















Price tickets which add 
attractiveness to display 














them, each picturing to himself some 
one particular pair of slippers on 
some one particular pair of feet. 

This display plants in the minds 
of both women and men that the 
store showing it is one that carries 
high quality merchandise of charac- 
ter. 

Work this window trim idea over 
to fit any window, allowing around it 
a fair amount of breathing space. 

In displaying high grade merchan- 
dise it is essential that there be no 
crowding. 








Aquatic footwear 







Regular Water Dogs 


NOW, slush and water get around 

the feet and sometimes there is 

enough of one or more of those ele- 
ments to make deep wading. 

Take a glass tank with a goodly 
supply of water in it, stuff, shape 
and weight a pair of rubber boots 
and set them into the water. Weight 
a pair of rubbers so they will bal- 
ance upright on the surface and float 
them. 

This exhibit sends home the 
thought of protective footwear. 

Other wet weather foot coverings 
can be shown around this unit. 

Try ’em in the tank and see the 
“gold-fish” in the cash drawer. 
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to Help Swell January Sales 

















The opening step in a choral dance that gets the money 


Four in One! It’s a Wow! 


F one leg-form is good six or 
eight would be better. (Why do 
so many theatrical shows carry 
codles of chorus girls?) When it is 
properly bedecked even one well 
modelled leg-form in a shoe store 
window has its magnetic qualities. 
As there is strength in numbers let 
the showman of the shoe store put 
in his window several leg-forms simi- 
lar to the sketch. Making a regular 
display of hosiery, garters, slippers 
and pumps. 


wai 
(2 


Good selling form 


“Look Who’s Here!” 


UT a couple of leg-forms with 
stockings, garters and shoes in- 
to openings in a scalloped piece of 
wall board. Have the legs crossed as 
in the sketch. Paint the wall board 
some delicate tint similar to that of 
underthings. Paint the scalloped 
edge with a band of some compli- 
mentary color. One or two more 
bands can be put inside if desired. 
It makes a poster effect. The upper 
part of the leg-forms project through 
the wall board and can rest on a 
chair or window bench. 
Folks will stop, look and—listen 
to the window card. 


Now turn the picture upside 
down; place a ruler or paper strip 
across the picture to the arrows at 
the sides and get an idea of a win- 
dow show with the legs feet up. 
Wouldn’t that make Mr. Ziegfeld sit 
up and take rotice? 

Now hold the picture so that the 
left end becomes the bottom; keep 
the ruler or paper strip at the arrows 
and get the legs as they would ap- 
pear at the side of the store window. 

Now right the picture and the 
text and with the ruler or paper 
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Window cards in tune with 


the display 


across at the arrows you have a 
theatre curtain going up on a 
chorus. The window card could 
read: The Opening of Our New 
Show of Slippers, Hosiery and 
Garters. 

The leg-forms can be kept in posi- 
tion by fitting their tops into holes 
in a board. 

This display certainly will bring 
the men crowding around the win- 
dow, and men are heavy purchasers 
of women’s hosiery, fancy garters, 
buckles, etc. 


Folks will consult the star 


It Twinkles for You 


ROT the twinkling heels and the 

sparkling buckles into the show 
window. On a square or circular 
black velvet mat build a star. Use 
the heels mostly in the center as 
that puts the crown where it natur- 
ally belongs. The various colors and 
shapes of buckles can be nicely bal- 
anced and the finished design will 
be a beauty. 

The sketch shows a five pointed 
star but don’t let that stop any am- 
bitions for more points. 

Slippers with buckles can be placed 
along the front, at the sides, or can 
shoot out from the points of the 
star like rays if space permits. 














Ts: Cincinnati shoe market is 
in a healthy condition to start 
the new year 1926. In fact, 
the shoe making for 1926 started 
about the middle of November, when 
the larger shoe stores began to place 
their orders for spring delivery. 
Following this came the placing of 
orders by the smaller shoe stores in 
December, although some of these 
smaller shoe stores will wait to place 
their orders for spring deliveries af- 
ter the first of the year. 

There are two important style 
shows the first week in January, 
namely; the St. Louis Style Show 
and the Chicago Style Show. Be- 
tween the period after these style 
shows, from January 11 until March 
1, there are only thirty-three actual 
producing days in the shoe factories 
owing to the holidays in February 
and Saturdays, which are non-pro- 
ducing days. 

Easter is the biggest shoe season 
of the year. Easter comes early this 
year, April 4. Much of the buying 
in the stores starts before Palm Sun- 
day, the week before Easter. This 
only gives the retail merchant a very 
short period to line up his new spring 
stock. 

The biggest difficulty in the factor- 
ies is the pressure in trying to deliv- 
er these shoes on time for Easter. 


HE quick change of styles has 
forced the shoe business to be- 
come a highly specialized industry. 
Speedy service centers like Cincin- 
nati can best produce style shoes. 
The factories have the best lasts, 
pattern and wood heel shops in the 
country to cooperate with. No matter 
what styles they create, the Cincin- 
nati shoe manufacturers are equipped 
to produce style made shoes to the 
profit and prestige of the merchant. 
Concentration does it—only the 
shoe itself is made and assembled in 
the factories. Special shops allied to 
the shoe industries supply the shoe 
factories with patterns, lasts, wood 
heels, ornaments and findings. 
‘Cincinnati has real shoe craftsmen 
when it comes to making shoes. Many 
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Cincinnati Tells the Shoe World 


It Stands Ready to Serve in Styleful 


Footwear in 1926 


By L. B. CAHILL 





L. B. Cahill, 


One of five energetic brothers op- 
erating the Cahill Shoe Co. of 


Cincinnati. He surveys the out- 
look for that great market place 


of the shoe-workers work in teams. 
Many of them have followed the in- 
dustry from their fathers down and 
possess inherited skill for making 
shoes. Each maker is specializing in 
his own particular kind of work. 
There are over one hundred work- 
men handle a shoe from the cutting 
room down to the shipping room. Is 
it any wonder that shoe-making is a 
highly specialized industry? A shoe 
once made, unlike a dress or a hat, 
cannot be altered, owing to the fitting 
qualities. 

The Cincinnati shoe market pro- 
duces two kinds of shoes, McKays 
and welts. It has long possessed the 
name for making high grade welt 
shoes. These shoes carry a heavier 
sole and are worn more in winter, 
shoes named as “Fashion Made” 
welts by the popular style magazines 
and trade papers. Arch-shoes are 
also welt-made shoes. 

Since the big demand for style 
shoes, Cincinnati has come to the 
front and is also producing McKay 
sewed shoes. These shoes carry a 
lighter sole and are more popular in 









the extreme novelty shoes. 

Catchy shoes are being made in 
Cincinnati more than ever before. 
Styles are not changing so fre- 
quently, and buying is placed farther 
ahead. In this way the factories have 
been able to regulate their produc- 
tion and operate on a steady basis. 

The Cincinnati shoe manufactur- 
ers are spending $50,000 a year to 
advertise in a group. The campaign 
is now going into its second year, 
and has become very effective pub- 
licity. 

The Cincinnati shoe industry is 
within a short distance of the center 
of population of the United States, 
and within a short distance to the 
center of industry, according to the 
Bureau of the Census. 


Shoe Manufacturing Busi- 
ness Discontinued 


HAVERHILL—The Phillips Shoe Co. 
of Haverhill, of which C. Howard 
Phillips is the head, is liquidating its 
business and will close the plant on 
River Street. This concern has been 
operating in Haverhill for about ten 
years, making women’s high grade 
turns. Mr. Phillips had been identi- 
fied with the shoe business of Haver- 
hill for several years previous to 
establishing the Phillips Shoe Co. 


Indiana Shoe Buyers’ Week 


INDIANAPOLIS, IND.—The Indiana 
Shoe Buyers’ Week will be held at 
the Claypool Hotel here on Feb. 
1, 2, and 8. The Indiana Shoe 
Travelers have put over several 
very successful annual “Shoe Buy- 
ers’ Weeks.” The coming one prom- 
ises to be the best ever. Over 150 
leading lines will be displayed. 

Last year, a registration of 500 
retail shoe merchants from Indiana 
and adjoining States showed the 
popularity of these events. There 
will be a free luncheon for all shoe 
men every day at noon; with en- 
tertainment, luncheons and card 


parties for the visiting merchants’ 
wives. 


January 2, 1926 
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SHOE TRAVELER NEWS 


Edited by Helen M. Haney, Associate Editor 





N.S.'T. A. Meet at Chicago Jan. 5-6 
—Get Banquet Tickets at Once 




















once from The Chicago Shoe 
Travelers Association, Hotel 
Sherman, Chicago. 


() xe: banquet reservations at 


Boston Boys Elect Officers 


The Boston Shoe Travelers’ As- 
sociation held its Silver Anniversary 
at the Hotel Essex, the same hos- 
telry where the first meeting was 
held a quarter of a century ago, 
with shoe traveler- shoe manufac- 
turer codperation the keynote and 
the late T. D. Barry, shoe manu- 
facturer of Brockton, as president 
and William Noll of Boston, shoe 
traveler, secretary-treasurer. Then 
the name was “The United Shoe 
Manufacturers’ and Salesmen’s As- 
sociation”; a few years later it was 
changed to “The Boston Shoe Trav- 
elers’ Association,” but with the 
same idea of trade coéperation, and 
in this spirit it has been function- 
ing to the present time. 


Facts and folks of the old days 
were recalled. The minutes of the 
initial meeting of January 30, 1901, 
were read. The charter members 
present stood and received a big 
round of applause. These 25-year 
men, of whom it was said that they 
did not look a day older than on 
the first birthday of the B.S. T.A. 
and who all declared that they felt 
younger, were: E. J. Andrews, T. 
A. Delany, William Noll, Harry H. 
Ripley and A. E. Rankin. 


Interesting Talks 


Thomas F. Anderson, secretary 
of the New England Shoe and 
Leather Association, said that he 
had always found the Boston boys 
100 per cent “on the job” at any 
time that any event in the allied 
shoe trades took place. He recalled 
their splendid work on registration 


Frank W. Lord, recently elected 

president of the Boston Shoe 

Travelers Association. He travels 

for The Cushman-Hollis Co., Au- 
burn, Me. 


during the New England Shoe and 
Leather Exposition and Style Show 
of last July as one of the many 
specific instances of trade coépera- 
tion. 

National Secretary Delany empha- 
sized the importance of shoe trav- 
elers and manufacturers “boosting” 
New England; he stated that the 
New England shoe industry was 
facing a bright 1926 on its quality 
footwear. He urged a good attend- 
ance at the Chicago . Convention. 
He made a report for the chairman 
of the insurance committee. 


Delegates to Chicago 


The 1925 president, Councilman 
John J. Whalen of Brockton, was 
elected as chairman of the delega- 
tion to the N. S. T. A. Convention 
in Chicago; other members of the 
committee are Arthur C. Stern, 
William Noll, Harry P. Lynch and 
C. B. Wright. 

A letter from A. W. Gage, one 
of the charter members and very 
active in bringing about the first 
meeting of January 30, 1901, was 
read. <A telegram from Chicago 
from “Syd” L. Curry and Frank 
W. Lord, regretting their inability 
to be present at the meeting, was 
read; a letter of congratulations 
from Oakland, Cal., signed by Hon- 
orary National President W. M. 
Oakman, was received; also a letter 
from Mrs. “Jack” Jones, writing 
her husband’s message of regret at 
not being able to attend. Gregory 
Stone, president of the Stone-Simms 
Realty Company of Miami, sent 
congratulations and an invitation to 
all Southern travelers to call to see 
him. 


“Silver Monument” to “Billy” Noll 


Secretary-Treasurer William Noll 
was unanimously voted, on sugges- 
tion of George J. Lovely, with a 
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The 
VALLEY of FAIR PLAY 


in the beautiful upper valley of 
the Susquehanna, will be found 
a vast army of workers who have 
chosen shoemaking as their life- 
work. And Endicott-Johnson as 
their steady employers. They live 
here; the majority of these own 
their homes. Their communities 
breathe and reflect the policy of 
“The Square Deal’—the Endi- 
cott-Johnson plan which gives 
every E-J Worker a share in the 
rewards of the business. Which 








Manuracturinc labor—work- 
manship—represents a large part 
of every dollar you, the shoe mer- 
chant, put into stock. And work- 
ing conditions have much to do 
with getting maximum value 
from this labor portion of your 
buying dollar. 
Endicott-Johnson shoes are 
made under working conditions 
that are ideal. Nowhere else is 
there a shoe manufacturing plant 
so uniquely operated as this one. 







































In no other line of shoes does your gives him the incentive for taking 
dollar purchase so much careful a direct, personal interest in every 
; : i You are losing valuable sales-making co- ‘ 
workmanship as in Endicott- | operation if you are not handling Endicott- pair of shoes he makes. 
Johnson shoes for boys and girls | Jans shoes especially in boys" and girls And which gives you the ad- 
sizes. These shoes are now being extensively 
—and for men and women too. advertised in publications reaching praci- | vantage of selling your customers 
, ; cally half the homes in the United States. 
Here, occupying virtually the Seal for dha Bi ences, shoes that are the soundest values 
whole of three good-sized towns the shoe industry has to offer. 





ENDICOTT -JOHNSON 


Better shoes for less money 






Endicott, N. Y. 
Jersey City, N. J. St. Louis, Mo. 


Complete stocks carried in Warehouses in the above cities 
to make quick deliveries. 








When writing to advertisers please mention Boot anp SHog Recorper 
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Louis Glass, who covers Pennsyl- 
vania and the Middle West for S. 
Rosenberg & Son. Co. of Boston 


“silver monument” of twenty-five 
silver dollars as a testimony to his 
untiring work for the Boston Shoe 
Travelers’ Association. 

Helen M. Haney, associate editor 
of THE BooT AND SHOE RECORDER, 
gave a talk urging the continu- 
ance of the splendid cooperation 
that already existed between New 
England shoe manufacturers and 
traveling shoe salesmen. 

Arthur L. Evans, editor of The 
Shoe Retailer, spoke of his acquaint- 
ance with the first president, and 
Mr. Barry’s thought that friends 
mean more than riches. 

The results of the membership 
contest between the “Blues,” cap- 
tained by George J. Lovely, and 
The Reds, captained by “Syd” L. 
Curry, showed a total of 55 new 
members, Captain Lovely and his 
team winning the race by just one 
member. It was decided that the 
teams should continue to work until 
the end of December, so that the 
total membership might be increased 
from 270 to 300 members. Captain 
Lovely reminded the members that 
his team had won the dinner which 
it was agreed last December that 
the losing team should give to the 
winners. 


New Officers Elected 


The following were unanimously 
elected as officers to serve for the 


year 1926—President, Frank W. 
Lord; vice-President, Harry P. 
Lynch; Secretary-Treasur2r, (for 


the twenty-sixth consecutive time) 
William (“Billy”) Noll, Arthur C. 


Stern and Harry Le Favor were 
elected to serve as members of the 
board for the next two years. 





Glass with S. Rosenberg 


Louis Glass, who covers Pennsyl- 
vania and the Middle West for S. 
Rosenberg & Son Company of Bos- 
ton, is making the entire “swing” of 
the January shoe conventions. 

This very popular young salesman, 
after showing the line at the St. 
Louis and Chicago meetings, wishes 
his many friends to know that he will 
also show the line at Room 205, Hotel 
Traymore, Atlantic City, during the 
convention of the Pennsylvania Shoe 
Retailers Association, Jan. 18, 19, 20. 


Garofalo in New Quarters 


Emil Garofalo, who is the presi- 
dent of Garofalo Brothers, repre- 
sents this firm in the East and Mid- 
dle Western States. He is largely 
responsible for its success, and 
sells the larger part of the output. 
On the Pacific Coast, Garofalo 





Emil Garofalo, president of Garo- 


falo Brothers, who covers the 
East and Middle Western States 
for his firm 


Brothers are represented by the 
well known John C. Daly. 

“Due to the remarkable increase 
in business which we have enjoyed 
for the past year or more,” said Mr. 
Garofalo the other day, “we have 
found it necessary to take a new 
and larger loft at 58 Walton Street, 
Brooklyn. Here we will have much 
better facilities for taking care of 
our customers, and will produce the 
same fine turn shoes upon which we 
have built our reputation.” 


Louis Oringer with Ajax 


Louis Oringer recently joined the 
selling organization of the Ajax 
Shoe Co., Inc., 111 Reade Street, 
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New York. Mr. Oringer states that 
several other propositions were con- 
sidered by him, but after careful 
analysis he was fully convinced that 
a connection with Ajax Shoe Co., 
Inc., would prove of far greater 
benefit to him and his numerous 
friends throughout the country. 

Mr. Oringer joined Kalter-Cerf 
Mercantile Co., Inc., in 1918. Through 
his conscientious efforts he was as- 
signed to the sales division and 
traveled extensively for several 
years for thisconcern. He has culti- 
vated the art of making friends and 
through his open and above board 
methods has retained their good 
will, which has enabled him to ac- 
cept this latest proposition with the 
Ajax Shoe Co. 

Mr. Oringer writes: “The Ajax 
Shoe Co., Inc., is beyond a question 
of a doubt one of the most progres- 
sive of the younger generation of 
shoe concerns and I am indeed glad 
to ‘let the world know’ of my new 
connection.” 

He is planning to make an exten- 
sive trip through the Southern 
States, starting Jan. 3, with Ajax 
latest New York creations for the 
spring season. 


“Hop” Travels for F. Mayer 


F. O. Hoppenrath travels Arizona, 
New Mexico, Colorado, California, 
and a section of Texas for the F. 
Mayer Boot &°Shoe Co. of Mil- 
waukee. This is a pretty big terri- 
tory, but Mr. Hoppenrath says that 
he just “hops” along—and all agree 
with him. By the same “hop” he re- 
cently landed as No. 1 on the sales 
records of the house. 





Louis Oringer, who has recently 
joined the sales staff of the Ajax 
Shoe Co., Inc., 111 Reade Street, 


New York 
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SPRING SHADES 
of 
COLORED KID 


.178 BOIS de ROSE 
.154 CARAMEL 
. 40 PARCHMENT 
.158 SAUTERNE 
. 164 BLONDINE 
. 233 ASCOT TAN 
21 GOLDEN BROWN 
31 OPAL GREY 
26 PEARL GREY 
TITIAN 
BLUE ROYALE 
F. B. & C. WHITE GLAZED KID 
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MmMaawed rns a 


The merit of F. B & C. Kid will best 
be realized when seen in the shoe. 


AMALGAMATED LEATHER Cos. INC. 


315-317-319 Arch Street, Philadephia, U. S. A. 


Factories: WILMINGTON, DEL. 
When writing to advertisers please mention Boor anv Son Reconver 
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Fred C. Earle, who covers the territory 

from Cincinnati to Kansas City, includ- 

ing the Northwest to Duluth, for the 

Geo. W. Baker Shoe Co. -His headquar- 

ters are at 22 West Quincy Street, Chi- 
cago, Ill. 


Fred Earle Reports 
Favorably 


Fred C. Earle represents the Geo. 
W. Baker Shoe Co. of Brooklyn, N. 
Y., in the territory from Cincinnati 
to Kansas City, including the North- 
west to Duluth. Years ago we re- 
member Fred with McDonald-Kiley 
Shoe Co. of Cincinnati and later 
with the old Manss-Owens Shoe 
Mfg. Co.; in more recent years, with 
Wichert, Inc., of Brooklyn, N. Y. 
Last September Fred made his 
present connection. He has head- 
quarters in Chicago, with sample 
room at 22 West Quincy Street. 

After returning from a recent 
trip, covering Cincinnati to Kansas 
City, he stated: “I found the mer- 
chants feeling good all along the 
line. They are doing a fine busi- 
ness, with the right merchandise 
and styled right, in spite of all of 
the so-called ‘cheap competition of 
cheap shoes.’ I had a splendid sell- 
ing trip.” 

Fred is a big favorite with the 
trade and with brother shoe “travs.” 


George Stanwood Wears 
“The Big Smile” 

George L. Stanwood, well-known 
salesman for the Dingley-Foss Shoe 
Co. of Auburn, Me., is surely wear- 
ing a big smile these days. The rea- 
son is the birth of a new shoe sales- 
man, George Phillip Stanwood, at 
Arlington, Mass. George is normal- 
ly a pretty husky-looking fellow, but 
just now his chest is oversize. 


John Allen with Scheiffele 


John Allen, who for many years 
has been looked upon as one of the 
outstanding salesmen’ throughout 
the middle West, has taken the “Sally 
Walker” line, made in the new Buf- 
falo factory of the Scheiffele division 
of the United States Shoe Co., and 
will cover Iowa, Missouri, Kansas 
and southern Minnesota. Mr. Allen 
is now in his territory and is confi- 
dent that his many friends through- 
out the territory will be more than 
pleased with the line that he will 
show them. 


Indiana Elects Officers 


The Indiana Shoe Travelers Asso- 
ciation held its annual election of 
officers at its club rooms, 370 Deni- 





John Allen, who sells “Sally Walk- 
ers” in Iowa, Missouri, Kansas and 
Southern Minnesota 


son Hotel, Indianapolis, Ind. on Dec. 
12. On the evening of Dec. 8, a 
“Pep” dinner was served. At this 
dinner, thirty-five members respond- 
ed. Arrangements were discussed 
for Indiana Shoe Buyers’ Week, Feb. 
1, 2 and 3 at Claypool Hotel, Indian- 
apolis, and also talks on protecting 
retail merchants and_ travelers 
against house-to-house canvassing by 
outside firms. 

The shoe travelers declare that 
these “Pep” dinners are a success 
and expect to keep them up. 


F. E. Hart, President 


F. E. Hart, formerly publicity man 
for the Indiana boys, was elected 
President for 1926; Vice-President, 
E. C. Smelzer; Secretary-Treasurer, 
C. I. Slipher; Assistant Secretary, 
W. E. Ratcliffe; Directors, John 
Lucas and C, F. Foreman. 
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The following are appointed as 
chairmen of committees to serve 
with the newly elected officers for 
the year. State and National Pub- 
licity, Orville Romig; Local Publici- 
ty, W. E. Ratcliffe; Legislature, 
Homer Beals; Membership, H. Gar- 
rish; Transfer and Baggage, C. F. 
Foreman; Hotels, W. W. Risher, 
Budget and Finance, W. J. Newberg; 
Trades Cooperation, Ed. Maner; 
Entertainment, Geo. Sennhauser; 
Sick, E. C. Smeltzer; Railroads, W. 
F. Crooke; Style, Mack Reed; Editor 
“Live Wire,” Chas. E. Wilson. 

The following committees were 
appointed to serve until and during 
Indiana Shoe Buyers’ week held in 
Claypool Hotel, Indianapolis, Ind. 

Feb. 1, 2 and 3. Registration, Mrs. 
C. I. Slipher; Rooms, C. F. McNew; 
Advertising, Dallas Crooke, Fred 
Nagele, Sam Juneau; Entertainment, 
W. W. Risher, Geo. Sennhauser, H. 
Garrish; Signs, Decorations and 
Badges, W. E. Ratcliffe, C. D. James, 
J. D. McDonald; Speakers, John 
Lucas; Advisory Board, H. O. War- 
ren, Geo. Tevey, W. T. Scott, C. S. 
Codding, John Honaker; Good Will, 
Wiley Havens, Geo. Hewett; Lunch- 
eons and Hotel, C. I. Slipher, C. T. 
Toreman, Orville Ramig; Finance, 
W. J. Newberg; Ed. Bayless, C. I. 
Slipher; Reception, J. C. Scraggy, 
Geo. Tevey, Mack Reed, Wiley 
Havens, Fred Gordon, Chas. High. 


“You might hit every bull’seye you 
aim at, but you aren’t likely to hit 
any you don’t aim at.”—From Walk- 
Over Shrapnel. 

1| 


E 














Here is Jack J. Waldenstein, the 
pleasant faced chap, who appears 
to be looking up at a tall sky- 
scraper in the great city of Chi- 
cago, and who wants all of his 
merchant friends from Michigan 
and Indiana who will attend the 
National Convention and Show in 
Chicago, January 7, 8 and 9, to 
look him up at Rooms 1031 and 
1032, Morrison Hotel, where he 
will have his new line on display 
from the Wolfram factories of 
Madison, Wis. During the past 
ten years, Mr. Waldenstein has 
covered Michigan and Indiana for 
the Novelty Shoe Company, hav- 
ing recently made a change to the 
Wolfram line 
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Now fora Bigger 
Busier Year! 


With the beginning of the new year, our salesmen started out with 
the new Daniel Green line for 1926. 
There is but one thought in the minds of these men. ‘ They earnestly 


intend to make 1926 a bigger, more profitable year for every Daniel 
Green dealer. They want more dealers to share to the fullest extent in 
Daniel Green prosperity. 

So when these men urge you to place orders ahead for at least a con- 
siderable part of your fall requirements they are advising you for your 
own good. 

At the Hotel We cannot undertake to care for late comers out of our reserve stock. 
Sherman, Many dealers who waited until late in 1925 to order Daniel Green 
Chicago, Comfys were disappointed. Our reserve stock, first of all, is to serve 

January 7, 8 our customers who place their regular stock orders early. 

and 9, 1926 We could tell you about the new line for 1926—but wait until you see 

it. New ideas in design and decoration, new shades and fabrics, make it 
more attractive than ever. 


DANIEL GREEN FELT SHOE CO. 
General Offices 
DOLGEVILLE NEW YORK 


Sales Offices 
10 East 43rd Street 10 High Street 189 W. Madison Street 
New York City Boston, Mass. Chicago, IIl. 


Daniel Green 


Comfy Slippers 





When writing to advertisers please mention Boot ann SHoz Recorper 
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HE distinguishing mark of advanced Goodyear Welt models 
in exclusive shoe shops «~ Visible Fast Color Eyelets 
“Diamond ‘Brand Visible Fast Color Eyelets preserve the smooth 
e) Style lines of the upper and promote easy lacing. They retain their 
original finish indefinitely and adiually outwear the shoe. 
Look for the 


“Diamond <> Trade Mark 


UNITED FAST COLOR EYELET COMPANY, BOSTON 
Manufadurers of 


DIAMOND BRAND Vail FAST COLOR EYELETS 


sss 0 2 


When writing to advertisers please mention Boot ann Snore R 
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Every member of this whirlwind team wears Keds. The 
Original Celtics, world’s professional basketball champions 


EDS carry the O. K of champions! More famous basketball, handball, 

and tennis stars are now wearing Keds than ever before. Any shoes that 
can win and hold the approval of champions, as Keds have done, are bound 
to please the athletes of your neighborhood. 


This year Keds areeven better. Forinstance,'note these four features of Keds— 


1. Narrowed Shank—Provides perfect fit where perfect fit is needed... 
supports the arch... prevents foot from sliding in shoe, thus guard- 
ing against blisters... fits more snugly at heel. 


2. Cushion Heel—Absorbs the jars and shocks of active play and thus 
wards off fatigue. 


3. Feltex Insole—Felt fibre compound ...absorbs perspiration ... keeps 
foot dryer, cooler and more comfortable...will not rot or crack. 


4. Specially Compounded Sole—Very durable ...exceptional floor grip- 
ping qualities which mean faster and more accurate floor work. 
Right now there is a big market for athletic shoes in your terri- 
tory. Place an order with the nearest ‘‘U.S.”’ Branch or wholesale 
distributor, and do a big winter business by selling genuine 
Keds, with the name Keds on every shoe. 


United States Rubber Company 


ds 








Comet, an ex- 
tremely rugged 
bechethel 
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Perpetual Inventory Records 


Help Sell More Pairs 


Third Rubber Stock Keeping “Talk” 


HE “quarter section” of rubber 
shoe stock keeping sheet shown 
herewith is the obverse of the 
one shown in the RECORDER’S Rubber 
letter of Dec. 26. It is used for the 
continuation from “the face” of the 
sheet, of the recording of orders, by 
dots; the extending of the dots into 
a slanting line, when goods are re- 
ceived, and the re-crossing of these 
lines with red marks as the goods 
are sold. The sizes and widths are 
listed at the left. At the right, the 
name of each month appears at the 
top of the section; at the left of this 
section are the figures of the days of 
the month, from 1 to 31. In red ink 
should be noted for each day the 
daily sales and just above the sales 
for each day, the credits, if any, for 
each day; these should be entered in 
black ink, which in combination with 
the red ink makes for a clearer 
record. 

At the end of each month the total 
sales are noted in red ink and under 
each total, in black ink, the total 
number of pairs credited. The net 
amounts sold for the various months 


This is “The Peary” Overshoe— 
for men—made by United States 
Rubber Shoe Co. It is also made 
in this style, and under another 
name for women, in the new light- 
weight, “rainbow” colored rubber 
tops, button-hole stitch trim 


and the year are carried down in red 
ink to the lower half of this stock 
sheet, which will be shown in a later 
issue of the RECORDER. 








~ 
7 
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Shoe Trade Uses Approxi- 
mately 15% Crude Rubber 


HE crude rubber situation is one 

of the high lights of the news. 
Of the 900,000,000 pounds of raw 
rubber which it has been been esti- 
mated that the United States may 
use in 1926, it is stated by a rubber 
authority that approximately 15 per 
cent will be used by the shoe indus- 
try—that is, if based on prior con- 
sumption. 

The rubber restrictions will be 
practically “lifted” Feb. 1, and one 
English rubber trade paper is sug- 
gesting a stabilized price of around 
45 cents a pound, which is just 50 
per cent (or about 90 cents) of its 
stabilized price for twenty-five years 
prior to 1923. 

In another issue of the RECORDER 
we shall have more to say about 
crude rubber and Guayule (pro- 
nounced Y-ar-u-lee), a Mexican 
shrub from which crude rubber can 
be made, as explained by David A. 
Cutler, president of the Alfred Hale 
Rubber Company. 


\ 
\ 


VANNAANAN 


NN 
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(Comfort Shoes of “lo-morrow 
oJ vente line of twin models— 


Blended just as the name MacLaughlin-Sweet 
blends in the mind of the smart buyer as a 
standard for all that is desirable in style and 
comfort. 


Have you seen this line? 


We believe there is no similar line of turns 
on the market—turns expertly built on ever- 
lasting line, yet fairly radiating high-style 
beauty with never a suggestion of the so-called 
“orthopedic.” 
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SALLY SWEET SHOES 


In Stock 


At Left 


The Kiki—Style No. 223-3, Patent Two Strap, Price $3.35 
The Bo-Peep—Style No. 235-3, Patent Two Button, price $3.60 


Above 

The Elizabeth—Style No. 213, Black Kid Two Strap, Price 
$3.35 

The Helen—Style No. 266, Black Kid Three Strap, Price $3.35 
The complete MacLaughlin-Sweet line will be on 
Ie | in St. Louts at the Jefferson Hotel, Jan. 4-6, 
an 


at Chicago at the Morrison and the Sherman 
Hotels, Jan. 7-9. 


MaAcLAUGHLIN-SWEET, INC. 


Auburn, Maine 


(ed wilh Comtor. t 








When writing to advertisers please mention Boot anp SHog RecorpER 





BOOT AND SHOE RECORDER 











In One of America’s Finest Shoes 


6 ex shoes that E. T. Wright & Company 
of Rockland, Mass., make are shoes this 
nation knows, Advertised in the “Saturday 
Evening Post,” the “Ladies’ Home Journal,” and 
other national magazines they have firmly estab- 
lished themselves as shoes of quality, comfort, 
and style. E. T. Wright & Company use the 
Armstrong Cork Box Toe extensively because 
they have found that it gives the comfort and 
preserves the style that they promise in their ad- 
vertisements. “Just Wright” is the name they 
apply to their men’s shoes and “just right” is 
their verdict on the Armstrong Cork Box Toe. 


Armstrong Cork Company 


Shoe Products Division 


In selling a “Just Wright” shoe to one of your 
customers stress the added comfort which E. T. 
Wright & Company have added to the shoes by 
employing the Armstrong Cork Box Toe. Press 
down the toe cap and show how quickly and 
easily it comes back. Stress, too, the style-pre- 
serving qualities of the Armstrong Box. The 
Armstrong Cork Box Toe combines comfort and 
style to a degree never before obtained by any 
box toe. 

More than two hundred of America’s best shoe 
manufacturers are now using Armstrong Cork 
Box Toes in the shoes they make. 


Lancaster, Pa. 


January 2, 1926 
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BRANCH OFFICES 


50 Church St., 408 North Third St., 1017 Broadway, 
New York City Philadelphia, Pa. Cincinnati, Ohio 


204 South Third St., 
St. Louis, Mo. 


320 West Randolph St., 


197 South St., 
Chicago, Ill. 


Boston, Mass. 


Armstrong 
Cire Cork Box Toe 


B36 


When writing to advertisers please mention Boot anp SHoe Recorper 





January 2, 1926 


BOOT AND SHOE RECORDER 


Talking Shop Around the Retail 


Circuit 


Holiday Business Generally Good 


DETROIT 
Christmas Shopping Heavy 


Shoe merchants are more than 
pleased with Christmas sales. Sales 
of regular lines of footwear have 
been heavier than the slowing up 
of the fore part of the month 
seemed to indicate would be the 
case. Christmas slippers, hosiery, 
buckles and footwear accessories 
all came in for their share of big 
selling. Galoshes and rubbers alone 
did not bulk large in retail sales. 

From a survey of the retail field 
THE RECORDER is convinced that the 
shoe merchant who makes an ag- 
gressive effort to secure business 
with Christmas lines can add ma- 
terially to his December volume of 
sales. The manager of one of the 
better stores reported: “We sold 
over $1000 worth of hosiery from 
that little eight foot space last 
week, and we’ve four days to run 
yet to Christmas.” Another said: 
“People seem to have no hesitation 
in spending money for Christmas 
gifts. I bought a few $50 and $60 
buckles to brighten up the stock, 
but I had to wire for more.” An- 
other said: “A wonderful Christ- 
mas season. Wonderful sales of 
slippers, and not cheap ones, either. 
Wonderful sales of hosiery. Won- 
derful buckle sales.” 

Those shoe stores that competed 
with the department stores in their 
own way seem to have cleaned up 
on Christmas lines. “Sizes shot to 
pieces, already,” was the report in 
many stores several days before the 
final Christmas scramble. Where 
stocks of men’s slippers were at- 
tractively displayed in the windows 
and in cases in the store sales were 
increased. Stores with decorated 
booths cleaned up. 


Ahead of Last Year 


While inventories have not yet 
been taken Detroit merchants in 
most reports appear to have done 
an increased business this year 
over that of 1924. Conditions were 
spotty over a long period of time 
but on the average appear to have 
been fairly good. The only fly in 


the ointment at the present writing 
is the rubber business. Merchants 
are hung up with considerable 
stocks of rubbers and galoshes to 
be paid for Jan. 1, and no sales of 
any quantities to help liquidate. 
Several merchants were rather -op- 
timistic and thought that business 
in January and February would 
continue good and that the rubber 
sales that must come with wintry 
weather would help to make busi- 
ness during these months. Many 
expressed a hope that the prices 
would not be slashed until at least 
a good week’s demand could be sup- 
plied at regular prices. 


Whites Moving 


At some of the stores catering to 
the higher class trade a fair busi- 
ness has been reported on whites 
for the Southern exodus. Pastel 
colors are being placed in stocks 
and some dealers are enthusiastic 
over the possibilities. One Wash- 
ington Boulevard shoe merchant 
said: “We have gone the limit on 
patterns and there is a good oppor- 
tunity now in playing up variety of 
leathers and colors.” He pointed to 
some lines he had just received 
with large tongues. These were in 
pastel shades of red and green. He 
was enthusiastic over the possibili- 
ties of a clean-up during the com- 
ing season. 


Early Clearance Sales 


Early clearance sales are looked 
for. In fact a few days preceding 
Christmas sale advertisements ap- 
peared. One store came out with a 
20 per cent reduction sale, another 
with a 25 per cent reduction on 
certain lines the week preceding 
Christmas. Danto’s Boot Shop ad- 
vertised an “Overstocked Sale” with 
a “One Cent Sale” of boudoir slip- 
pers to purchasers of other foot- 
wear. Others stated their sales 
would be started immediately after 
the Christmas trade was over. 


Men’s Trade Good 


Men’s stores and departments re- 
port a better business during the 
two weeks preceding Christmas 


than for some time previous to that 
time. Tans and blacks appear to be 
running neck and neck. Spats have 
sold in greater volume than for 
some yeafs. Fancy laces have taken 
well where they have been shown. 
Men appear to be anxious for nov- 
elty footwear. The Bostonian Shoe 
Store, Michigan Ave., is featuring 
a light weight oxford in both black 
and tan. The line has been named 
the “Charleston” and the footwear 
is offered as suited for the evening 
dance and for street wear as well. 


Amluxen’s New Store 


Amluxen Brothers are opening a 
third store early in January. The 
new store is to feature women’s 
shoes at $7.50. It will be located at 
1515 Washington Boulevard and 
will bring a new price range to this 
high 


class neighborhood, where 
several shoe stores are located fea- 


turing higher priced lines. This 
firm is composed of N. C. Amluxen, 
for several years manager of the 
women’s department of the A. E. 
Burns Co., and A. T. Amluxen, for- 
merly with the Dr. Reed Cushion 
Shoe store at Omaha, Neb. The first 
store was opened in July, 1923, the 
seccnd in October of the same year. 


ST. LOUIS 
Trade Good 


The Christmas buying spirit was 
manifest during the early part of 
Christmas week which ended Satur- 
day, Dec. 26. The tendency on Wed- 
nesday and Thursday showed signs 
slackening which undoubtedly were 
caused by the rush of last minute 
shopping in other retail stores. 
This was particularly so in the shoe 
end of the business. Buckles were 
one of the outstanding Christmas 
business items in the business. This 
report was concurred in all stores. 
Some complaint was registered in 
that slippers and mules were not as 
briskly bought as last year. 


Overshoes Sold Well 


The patented fastener type of 
overshoe came in for much of the 
gift buying spirit and all stores re- 
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THE QUALITY BOX TOE 


TRADE MARK 


(Seo; tic is durable and flexible, insuring long life 
the box toe and perfect toe comfort for the wearer. 


§ Will not soil delicately-colored stockings. It is water- 


proof and sweatproof. 


§ Celastic fuses the upper, lining, and doubler into one 
unit ; reproduces exactly the lines of the last, and 


leaves no ridge across the tip line. 


§ Box Toe problems simplified and better shoe making 


assured. 


9 Manufacturer, retailer, and consumer all benefit when 


Celastic Box Toes are used. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Johnson City, N. Y............ 276 Main New York, N.Y....... 
Philadelphia, Pa. 


Rochester, ae 


petted 37 Warren 


for 


221 North 13th 
RE 130 Mill 
1423 Olive 

859 Mission 
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ported good sales in this end of the 
business. As no weather fitted for 
the wearing of this type of foot- 
wear has as yet made its appear- 
ance, it is felt that should a good 
snow storm arrive the demand for 
overshoes will cause some embar- 
rassment to present stocks. Four- 
buckles have sold _ exceedingly 
well. Retail merchants attribute 
this to the difference in price for 
this type as against the patented 
fastener variety. In the shoe style 
field some signs of early spring 
shoes are apparent. One large store 
which has been showing colored kids 
announced that a one-strap Sau- 
terne Kid pattern has been bought 
so enthusiastically that their stock 
had been exhausted on this shoe. 
This is the first evidence of what 
the public is expected to demand 
in its spring footwear selection. 


Grey in Demand 


In almost every store visited, one 
hears reports that grey is having a 
strong voice in the call. This ap- 
plies to.popular priced as well as 
the high priced institutions. 

The usual demand for patent and 
satin held well during the week, 
also a good call for silver party 
slippers was evident. 


MILWAUKEE 
Holiday Trade Good 


Demand for holiday goods in Mil- 
waukee shoe stores and shoe de- 
partments was unusually good this 
year, and the volume of business on 
such items as boudoir slippers, 
men’s house slippers, hosiery and 
fancy buckles went nicely ahead of 
previous years. However, mer- 
chants state that total figures for 
the month may not indicate this 
marked increase due to the fact 
‘that the heavy demand for rubbers 
and arctics brought in by weather 
conditions preceding Christmas a 
‘year ago has not materialized this 
‘season. 


Clearance Sales Start 


At present, shoe dealers are go- 
ing forward with plans for January 
‘sales to clear their stocks for 
spring business. They anticipate a 
quick clearance as the majority 
have been watching their stocks 
‘closely this year and do not anti- 
cipate any difficulty in disposing of 
‘the odds and ends. The outlook for 
‘spring business is considered very 
encouraging. 

“We have done a wonderful holi- 
‘day business this year,” stated C. 


‘. Helmbacher, manager of the 


° 


Walk-Over Shoe store. “Our busi- 
ness on slippers and hosiery has 
been the biggest in our history, and 
there has also- been a tremendous 
demand for fancy rhinestone and 
cut steel buckles. Our stock of 
men’s house slippers was larger 
than usual this year, and we were 
cleaned out before Christmas. The 
one thing lacking was cold weather 
and deep snow which would bring 
people in for rubbers and arctics as 
it did a year ago. 

“We are now making plans for a 
quick clearance of our remaining 
stock in preparation for spring 
business. I look for a_ bigger 
spring business this year than last, 
but I believe it will be equally hard 
to get. As long as there are so many 
shoe stores in operation, each one 
will have to work for whatever 
business it gets.” 

The Walk-Over made a special ef- 
fort to draw Christmas trade to the 
store this year, and the response 
proved how successful their efforts 
were. Men’s and women’s slippers 
were particularly good, and the 
store found considerable favor with 
holiday shoppers by providing a red 
Christmas box with each pair. Holi- 
day boxes were also included with 
each hosiery purchase made in the 
store. 
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Slipper Sales Big 


“Business in slippers and shoes 
has been very good this month,” 
said Charles Lew, buyer of the Bos- 
ton Store. “We had a tremendous 
demand for felt slippers in a vari- 
ety of fancy styles, and there was 
also a demand for regular footwear 
in the styles which have been mov- 
ing throughout the season. How- 
ever, we found that the peak of our 
Christmas trade was reached the 
week before Christmas this year.” 

Mr. Lew also commented on the 
fact that comparison with last year 
showed a very large volume of 
buckle arctic business during the 
week preceding Christmas. Com- 
paratively little snow this Decem- 
ber has resulted in very little busi- 
ness of this kind. 

“Our Christmas 
very good this 
Joseph A. Schumacher. “Christmas 
slippers and cut steel buckles 
showed marked activity throughout 
the month. At present we are mak- 
ing plans for spring business, and 
we are anticipating a very good 
season this year. Our stocks are 
about as usual for the beginning of 
our annual January clearance. Our 
stock of heavy shoes and arctics is 
a little larger than usual, but our 
lighter merchandise stock is low.” 


business was 
year,” declared 


It is the firm conviction of H. J. Thoresen, manager of the Kinney store, 
Fond du Lac, Wis., that floor service is of paramount importance in 


holding customers. 


“Past experience has proven to me the necessity 


of proper selling, at the time of the purchase, so that they stay sold 
and so cutting the returns to a minimum. 

“We are making a specialty of our exclusive children’s department 
where only experienced salesmen do the fitting. Our efforts are being 
rewarded through the increased faith that fathers and mothers are 
showing in allowing us full sway in the fitting of their children’s feet. 

“By attractive window displays, changed often, I find the average 
person is a weekly patron of our shows behind the glass and will take 


the time to study the different styles.” 
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“HUBTIP” “No-Metal- 
Tip” Shoe Laces Make 
Your Findings Case More 
Attractive. 


Attract the Eye and Profits Accrue 
with Goods of Quality. . -- 


“HUBTIP” Cabinet Containing 72 Single 
Pairs. Striking Three Color Cartons Sure to 
Draw Attention. 


“HUBTIP” Individual Carton Keeps Laces 
Clean and in Good Condition. Easy to 
handle. 


Light Tan—Brown—Black 
A GOOD—STRONG—READY SELLER 


“HUBTIPS” 


No Metal Tips—Braid from Tip-to-Tip 


Manufacturers 
F. W. WHITCHER CO. 
332 Albany Bldg., Boston 








Advertising Specialties 


We carry a complete Line of Novelties made in 
Wood, Celluloid, Aluminum, Steel, Brass, Glass, Cloth, 
Paper and Leathers. Signs of all kinds. Children’s 
Specialties. Samples on exhibition, articles too 
numerous to mention. You are invited to call. 


“Save Time and Get What You Want” 
WE HAVE IT WE WILL GET IT 
WE WILL MAKE IT FOR YOU 


W. E. FOLLIS 


809 Capitol Bldg., Randolph and State Sts., CHICAGO 

















GreeLeY Boupoirs | 


HEN about to place your 
next Boudoir order take a 
little time to sample my line. If 
you do not know it by having 
sold it, there is much about it 
that you should know. Selling 
my boudoirs pays. Styles in 
Stock. Deliveries in 36 
pair cases. Jobbers 

feature my line. 


BewW: Goi2& ice w 4 
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Warns Against Canvassers 


A series of articles warning Mil- 
waukee residents against buying 
from house-to-house canvassers 
was run by the Milwaukee Sentinel 
during the holiday shopping sea- 
son. The dangers of buying from 
canvassers, and the poor quality of 
merchandise sold by them were 
among the points stressed. The first 
article told of large numbers of 
peddlers who take advantage of the 
housewife during the Christmas 
season, unloading on her inferior 
merchandise and seconds, and leav- 
ing her without any chance of a 
comeback if this merchandise is not 
satisfactory. Another article of the 
series stated that many of the 
house-to-house canvassers who visit 
Milwaukee homes are _ potential 
murderers, sneak thieves and burg- 
lars. An instance of a murder in 
this city committed by a man who 
gained entrance to a home as a 
solicitor was mentioned, and other 
similar cases were cited, most of 
which had previously appeared in 
news columns of Milwaukee papers. 
This article stated that police rec- 
ords of criminals on probation 
show that many have engaged in 
house to house selling. 


Sell Women’s Department 


Gleue Bros., Inc., which has oper- 
ated a shoe store in Wisconsin Rap- 
ids, Wis., for many years, has an- 
nounced the sale of the women’s 
shoe department to George Pelton 
and Erwin W. Gleue, and in the 
future will devote entire attention 
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to men’s and boys’ shoes. W. F. 
Gleue, founder of the store, who 
has been inactive in the manage- 
ment of the business since his sons 
entered the business, will again as- 
sume charge of the store which will 
be conducted under the same name. 
He will be assisted by Archie and 
Beno Gleue, his sons. 

The new owners of the women’s 
business have announced plans for 
opening a new store under the name 
of the Rapids Boot Shop, handling 
women’s, misses’ and children’s 
footwear. Mr. Pelton was formerly 
manager of the shoe department for 
the Johnson & Hill Co. of this city, 
while Erwin Gleue was a member 
of Gleue Bros., Inc. 


BOSTON 


Gift Merchandise Put December 
Ahead 


Slippers, buckles, hosiery, riding 
boots, attractive novelties in find- 
ings, and overshoes, stimulated 
Christmas trade and pushed De- 
cember, 1925, well ahead of Decem- 
ber, 1924. 

Retail shoe merchants are enter- 
ing the new year with confidence 
that 1926 will be a better year for 
footwear and its accessories than 
last year. Stocks are in good shape, 
with low inventories and Easter 
orders, in the majority of instances, 
“in the works.” A large number of 
Boston buyers anticipate attending 
the St. Louis and Chicago Style 
Shows—they state that they will, 
on their way back to Boston, look 


A showing of new winter shoes in the window of the Welsh & Levy 
Co., Baton Rouge, La. The manager, H: M. Chenevert, finds that the 
lighter colors and the more extreme lasts make for big sales to col- 


lege boys. 


He has also sensed that-there will be a big demand for 


sport oxfords next spring, because the college men are talking knick- 
ear ers for every day wear 
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around the Philadelphia, Rochester 
and New York markets, and will be 
home in time to attend the Whole- 
salers’ Shoe Style Show at Sym- 
phony Hall, Jan. 12-14. The latter 
event will be held from 5 to 10 each 
evening, and here will be displayed 
an advanced showing of spring and 
summer models, for case-lot buyers. 


“Rainbow” Rubber Top Boots 


“Rainbow” rubber top boots 
made their appearance in the retail 
shoe stores of the city about a week 
before Christmas. In reds, apple 
green, “chestnut,” dark blues and 
other colors to match the new 
“slickers,” they sold readily at $4.50 
the pair. They are eleven inches 
high, and are trimmed with a clever 
“button-hole” stitching around the 
top and on the edges on either side 
of the tongue—they have four 
buckles—just like the regulation 
gaiter buckles—they are very light 
in weight. They were reported as 
meeting with a big demand. 


Interesting Advertising. 


John Ward Men’s Shoes, Inc., is 
advertising its newly opened store 
with clever copy. In a recent issue 
of the leading Boston dailies, a 
three-column, 18 inch ad, showed a 
line cut of a “wel drest” man with 
the correct hat, coat, gloves, suits, 
and shoes, corresponding to a shoe 
shown more fully in a separate cut, 
underneath the shoes on the mod- 
el’s feet. 


U. S. Rubber Leases New Quarters 


The United States Rubber Co. 
has leased a floor and a half at 210 
Lincoln Street, the new Crocker 
building. This building is well 
lighted and their new quarters are 
commodious. 


ROCHESTER 
Good Holiday Accessory Business 


The sale of shoes during the 
week preceding Christmas, was of 
small volume, comparatively,. in 
Rochester. Hosiery, buckles, over- 
shoes, boudoirs, mules, etc., did 
much to stimulate the sales in local 
shoe stores and local merchants re- 
port that in spite of the slowness of 
shoes they enjoyed a fair share of 
the Christmas trade. 

Wm. Eastwood & Son featured 
gift articles such as sweater sets, 
bath robe and slipper sets and nov- 
elty hosiery, which did much to 
stimulate the buying of gift articles 
in their store and they report a 
very satisfactory Christmas busi- 


“ness. 
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It’s the very, very latest! 


SHARK 


Paris acclaims “SHARK” as the most 
sensational novelty of the present time. It 
undoubtedly will be a popular seller in the 
women’s choicest footwear of the Spring. 
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Manufacturing Centers Rich 
in News and Ideas 


Exploiting Fancy Patterns 


HAVERHILL 
Easter Orders Should Be Placed 
Early 


Haverhill shoe manufacturers 
are urging their customers to place 
Easter orders early so there may 
be no disappointments regarding 
deliveries. The prevailing custom 
of placing orders for quick deliver- 
ies has reached such a point as to 
seriously embarrass local manufac- 
turers. Many buyers now appreci- 
ate this condition and will realize 
the necessity of getting their orders 
for the Easter trade in the manu- 
facturers’ hands as soon as pos- 
sible. Members of the Haverhill 
trade say that women’s styles, al- 
though by no means standardized, 
have passed the extreme develop- 
ments and are tending toward 
plainer effects. Such being the 
fact, local manufacturers are in 
favor of fewer style changes dur- 
ing the next few months, thus giv- 
ing the prevailing styles an oppor- 
tunity for development and sales. 
If merchants cooperate along these 
lines, Easter orders can be placed 
early and prompt deliveries assured 
when shoes are most wanted. The 
matter of price is one which has 
little bearing on the present situ- 
ation, inasmuch as figures are 
pretty well stabilized and there is 
no prospect of any lower costs of 
shoe production either in materials 
or labor. 


Haverhill at Chicago Show 


A large delegation of Haverhill 
shoe manufacturing and kindred 
concerns exhibiting at the N.S.R. 
A. Convention, Jan. 7, 8, and 9, will 
be concentrated principally on the 
eighth and ninth floors of Hotel 
Sherman. Haverhill also will be 
represented in other parts of that 
hotel as well as at Hotels La Salle 
and Morrison. Everett Bradley, 
chairman of the Haverhill delega- 
tion and the New England commit- 
tee says that there will be 75 New 
England concerns represented at 
the N.S. R.A. Convention as exhi- 
bitors, which is by far the largest 


showing ever made by New Eng- 
land shoe men at one of these meet- 
ings. 

New England night, Jan. 7, is an 
assured success. Haverhill shoe 
manufacturing concerns are among 
the leaders as financial contributors 
to this affair and are sparing no 
efforts nor expense toward putting 
it over. The affair will take place 
in the Bal Tabarin of the Hotel 
Sherman, where the New England 
delegation will be host to hundreds 
of shoe buyers from all parts of 
the United States. With the settle- 
ment of Haverhill’s peace pact for 
a period of five years and the ac- 
companying assurance of prompt 
deliveries of shoes, Haverhill is in 
a position to put her best foot for- 
ward at the Chicago show, also, to 
deliver the goods. 


No Santa Claus in Factories 


Owing to a ban placed by the 
Shoe Workers’ Protective Union 
upon the exchange of Christmas 
gifts between factory executives 
and employees Santa Claus was not 
in evidence at Haverhill factories 
at Christmas time. In past years it 
has been the custom in many fac- 
tories to take up collections among 
the workers for the purpose of pre- 
senting factory supervisors with 
gifts at Christmas time. 


Black Leathers and Light Trim- 
mings 


The head of one of Haverhill’s 
shoe manufacturing houses identi- 
fied with the production of women’s 
popular priced turns says in regard 
to the materials which in his opin- 
ion will be the best sellers during 
the spring season: “The scarcity of 
blonde and other light shades of kid 
has brought about a condition to 
which the attention of retail shoe 
merchants should be invited. Our 
organization believes that the best 
bet for retail shoe merchants dur- 
ing the early spring months will be 
black leathers in kid. calf, patent, 
etc., with appliques of light colored 
leather. In this way we can con- 


serve the shades which are in small 
supply by utilizing them in the way 
mentioned. This plan also is good 
for satins and similar fabrics.” 


Stockbridge with Hannahson 


Lyman W. Stockbridge, recently 
associated with Harding Shoe Co., 
has taken a position with the Han- 
nahsons Shoe Company of Haverhill, 
being in charge of the in-stock de- 
partment for that concern. Mr. 
Stockbridge again takes up a posi- 
tion which he formerly occupied with 
the Hannahsons Shoe Co., one for 
which he is well qualified through 
long experience in that line of 
work. 

BROCKTON 
Brockton at Convention 


A goodly representation of Brock- 
ton and South Shore shoe manufac- 
turing concerns is assured at the 
Chicago convention and style show. 
Local manufacturers appreciate the 
importance of this affair and have 
made elaborate preparation for dis- 
playing their styles at the conven- 
tion in Hotel Sherman also at other 
hotels in Chicago as well as at offi- 
ces and sample rooms in that city. 
Practically al] concerns in this lo- 
cality will be represented by prin- 
cipals and salesmen with an array 
of new styles in men’s footwear 
which are saleable and profitable to 
the merchant. “New England 
Night,” Jan. 7, at Hotel Sherman, 
will find Brockton concerns promi- 
nent as hosts. Tangible rewards 
for skill, effort and ability will un- 
doubtedly be forthcoming in the 
way of substantial orders from 
buyers at the Chicago show, and 
following this, through the spring 
months. 


Light Weight Effects 


For the spring season shoe manu- 
facturing concerns in Brockton and 
the South Shore are emphasizing 
the light weight effects in men’s 
footwear. Many samples prepared 
for the N. S. R. A. Convention, and 
following that for the inspection of 
shoe buyers in general are in de- 
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cided contrast to the heavier type 
which have been so much in vogue 
during the past few seasons. They 
strike a new note in men’s footwear 
styles for 1926. The lighter shades 
of calf and kid predominate in the 
new samples. These, in decorative 
patterns, combine with the light 
weight soles to produce very pleas- 
ing effects. In short, it is the con- 
sensus of opinion of the trade here 
that these light colors and light 
weights in men’s oxfords will be 
outstanding features of the spring 
and summer sales of made-in-Brock- 
ton and South Shore footwear. 


Brockton Shoes for Miami 


The urge for men’s sport shoes is 
reflected thus early in the 1926 de- 
mand by large shipments which 
have been made during the last few 
weeks by Brockton concerns to re- 
tail merchants in Florida. One 
house shipped 3000 pairs of men’s 
sport oxfords on four different pat- 
terns or combinations to a Miami 
merchant. This shipment was made 
several weeks before any embargo 
was in effect. Advices have been 
received in Brockton that the larger 
part of these shoes have been sold. 
Further orders have been placed 
for shipment as soon as it is possible 
to get shoes through. From other 
merchants in Florida who have 
bought Brockton-made sport shoes, 
come reports of substantial sales, 
with prospects of a record breaking 
business during the months of Jan- 
uary and February. The only diffi- 
culty will be, merchants say, in ob- 
taining a sufficient number of men’s 
sporting footwear for street and 
golf purposes to supply this un- 
precedented demand. 


Jacob Dizer Dead 


East Weymouth, Mass.—From St. 
Petersburg, Fla., comes news re- 
garding the death of Jacob Dizer, 
who passed away at his winter 
home in that city after a brief ill- 
ness. Mr. Dizer had reached the ad- 
vanced age of 94 years. He was 
one of the founders of M. C. Dizer 
& Co., a concern which for many 
years was a leading South Shore 
house in the production of men’s 
shoes, occupying a large plant in 
East Weymouth. Mr. Dizer retired 
many years ago. He is survived by 
a daughter, Mrs. Baker of Wey- 
mouth. The body was brought to 
this town for services and burial. 


LYNN 
More Color Effects 


' New samples for January mar- 
kets show more color effects and 


finer lines of design than have hith- 
erto been seen. Bountiful variety 
continues the spice of Lynn’s shoe 
craft. 

New lasts, for dress and semi- 
dress shoes, are light and slender 
of line, high of heel, and graceful 
of shank. The contour of the break 
from the ball to the shank, as well 
as the contour of the counter and 
heel, are points of new importance. 
One idea of lasts is to bring out 
the character of the leather used 
in making the shoes. 


New Line in Patterns 


A new idea in patterns of pumps 
provides for a line which sweeps 
gracefully over the instep, dips 
down on the sides, and then rises 
to the back stay. When this line is 
well done, and with proper regard 
to the fit, a very smart pump is had. 

Some speak of this new dip side 
line as making a crown line for the 
foot. Its purpose is to emphasize 
the graceful lines over the front of 
the foot and under the instep. 

Some vamps continue as short as 
2% inches. Others are up to three 
inches or more. New tongue effects, 
as well as new collar ornaments, 
are noted. Front straps are once 
more on new models, both dress 
pumps and sandals. Wide front 
straps are ornamented with appli- 
qués or fancy stitching. Instep 
straps are about as slim as can be 
on dress shoes. 

Besides new interpretations of 
Grecian and Egyptian sandals 


there is a modernization of the 
Hollywood that has its attractive 
Open shanks are paneled 


points. 
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with appliqués. Patterns of appli- 
qués may not be as numerous as 
trimmings for hats, but it looks 
that way. 

Instead of slashing vamps in the 
old way, some designers are insert- 
ing small port-holes, or inlays of 
perforated leather, and are setting 
them off with panels, square, tri- 
angular or circular, or reptile 
grains or other contrasting leath- 
ers. F 
Fancy Patterns Lead 


In addition to shoes of colors of 
the chart, there are some beautiful 
blends. Embossed gold with green 
lizard, for street shoes, is one of 
the most striking. Parchment and 
blue are blended, and so are some 
beautiful new tones of brown. Pat- 
ents and reptiles are combined in 
new designs. The same is true of 
Russia calf and reptiles. It is doubt- 
ful if there is a perfectly plain shoe 
in Lynn’s novelty lines. 

Turns appear to be gaining fur- 
ther. That familiar question of the 
relative merits of welts, McKays 
and turns is up again. 

Makers of better grades are try- 
ing new methods of shoe construc- 
tion, so as to get an evident differ- 
ence between their shoes and popu- 
lar grades. 


Raw Materials Firm 


Prices are firmer in raw material 
markets. Prices of much wanted 
leathers are stronger, with a ten- 
dency to advance. Several Lynn 
manufacturers say that the price 
situation is worth study. One lead- 
ing Lynn firm scrapped all its 1925 
models with the closing of the year, 





This is the way the exterior of the new L. H. Cooper & Sons’ shoe 
store of Troy, N. Y., looks. Inside the store is the raised fitting 
platform arrangement. 
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and started with completely new 
lines for 1926. Optimism is abun- 
dant. Predictions of the best shoe 
season in years are common. 


MILWAUKEE 
Anticipate Big Spring Business 


Milwaukee shoe manufacturers have 
have closed a satisfactory year for 
1925, and are now looking forward 
to a big spring trade. Conditions 
during the early part of last year 
were not entirely satisfactory, as 
orders were rather slow in coming 
in, but during the latter part of the 
year, things picked up considerably 
so that the year as a whole has 
been good. A large volume of or- 
ders is expected immediately after 
the beginning of the year, and the 
spring season of 1926 is expected 
to be very good throughout. 

“We are looking forward to a 
very good year in 1926,” stated A. 
V. Schoenecker, secretary and 
treasurer of the V. Schoenecker 
Boot & Shoe Co., manufacturers of 
women’s semi-dress and comfort 
shoes. “Our salesmen are all in, 
and they report that things look 
very encouraging for spring. How- 
ever, there has been little buying in 
advance, which, I think, is due to 
the fact that dealers are afraid of 
sudden style changes if they buy 
far ahead of their actual needs. 
Our salesmen will be going out on 
the road after Jan. 10. Business 
for the past year started off very 
slow, but showed a steady improve- 
ment so that it has turned out very 
well.” 


More Children’s Shoes 


Milwaukee is becoming quite a 
center for children’s shoes, and 
local factories are showing a steady 
increase in demand for footwear in 
small sizes. Indications are that 
1926 will see an even larger amount 
of children’s business done in this 
city. 

“Our business for the past year 
has been very satisfactory,” stated 
W. G. James, president of the 
James Shoe Manufacturing Co., 
manufacturers of children’s and 
young ladies’ shoes. “Our figures 
for 1925 show an increase of about 
25 per cent over the preceding year, 
which is very good considering the 
fact that we lost about a month’s 
production in moving to our new 
location. 

“Business has been coming in 
slowly during the latter part of De- 
cember, but I think things will start 
booming after the first of the 


year,” continued Mr. James. “Or- 
ders for children’s shoes have been 


coming in very well, but buyers of 
growing girls’ shoes are apparently 
waiting until after the first of the 
year.” 

Up to the present time, the de- 
mand has been for fancy oxfords 
and straps as well as sport oxfords. 
Patents, tans and smoked leathers 
have all been showing activity in 
the James line. 

W. G. Hanson, vice president and 
general manager of the Albert H. 


-Weinbrenner Co., manufacturers of 


work shoes, states that the past 
year has proveg satisfactory at this 
plant, and that a good volume of 
orders for work shoes is anticipated 
for the coming season. 


Leather Conditions Good 


A steady improvement in condi- 
tions in the leather industry is in- 
dicated in a review of conditions 
for the past year by August H. 
Vogel, vice-president of’ Pfister & 
Vogel Leather Co., Milwaukee tan- 
ners and curriers. Mr. Vogel 
stated: 

“A review of the year shows that 
more stabilized conditions have 
been reached in the leather indus- 
try. Fluctuations have been less 
frequent, both in the raw material, 
as well as in the finished product, 
and sales have been made in close 
conformity with the requirements 
of customers. Stocks of finished 
merchandise of all kinds of leather 
show a material reduction, and all 
tanners are aiming to adjust their 
workings to their sales. The vol- 
ume of production is about four 
per cent larger than last year. The 
principal substitutes for leather 
have been satin in the uppers and 
composition soles and rubber heels 
in the bottoms of shoes. These sub- 
stitutions have especially affected 
the Kid and Sole leather branches 
of the industry. 

“For the nine months ending Oct. 
1, which are the latest Government 
statistics available, imports of raw 
hides and skins show an increase 
of about 10 per cent while exports 
of raw material for the same period 
were about 50 per cent less than 
last year. Exports of leather show 
an increase of about five per cent. 

“The large demand for patent 
leather shoes in women’s footwear 
has kept the patent leather branch 
of the industry very busy through- 
out the year. Indications at present 
are that this demand will be some- 
what less during the coming year, 
as the medium and light shades of 
kid and calf will be very popular, 
and are expected to replace, to some 
extent, black satin and patent. 
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“Labor conditions were fairly 
normal throughout the year, al- 
though there has been a scarcity of 
skilled tannery labor. F 

“The prospects for the New Year 
are more favorable and should 
bring better returns to the indus- 
try.” 

Lease New Factory 


The Wellauer-Noll Shoe Manu- 
facturing Co., which has been fea- 
turing the line of Twin Scout shoes 
for children, is planning to open a 
new plant in order to increase the 
output of the firm during the com- 
ing year, according to Joe Miller, 
sales manager. Arrangements have 
been made for leasing the factory 
formerly occupied by the Janke 
Shoe Manufacturing Co. of this 
city, located at Thirty-Second and 
Elm Streets. 

The new building, which has a 
capacity of 1200 pairs of shoes 
daily, will be used for extending 
the line of shoes made by the com- 
pany to give complete children’s 
service. The Wellauer-Noll Com- 
pany has previously concentrated 
its efforts on the Twin Scouts for 
children, but the new lines will in- 
clude shoes for boys to be featured 
under the name of “Our Gang” 
shoes, and a line of growing girls’ 
shoes for which the name has not 
yet been chosen. 

As soon as arnangements can be 
made, the company will begin 
manufacturing spring shoes for the 
new lines. Mr. Miller states that 
four styles of boys’ shoes and six 
styles for growing girls will be 
shown for spring. These will in- 
clude shoes for both play and dress 
wear, manufactured by the special 
welt process of this company. 

“The outlook for spring business 
is very good,” said Mr. Miller. “With 
our new plant, we shall be able to 
give complete children’s service to 
the trade in addition to increasing 
our capacity by 1200 pairs daily.” 


ROCHESTER 
Factories More Active 


During the past week there has 
been a slight increase in factory 
activity in Rochester, and orders 
now being received from salesmen 
indicate that full production sched- 
ules should be the order of the day 
soon after the first of the year. At 
present the retail trade is still buy- 
ing on a hand-to-mouth basis, but 
there has been considerable ad- 
vance business placed, especially 
on staple shoes, which combined 
with the stock shoes that local fac- 
tories are making, has materially 
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increased factory production sched- 
ules. 

Patent leather and satins are still 
the biggest sellers. Colored kids 
are being featured extensively and 
should sell well after the first of 
the year. Speaking of colored kids, 
Gus Schaub, style man of the Sher- 
wood Shoe Company, looks for a big 
demand for colored kid patterns. In 
his opinion colored leathers will 
materially increase the shoe busi- 
ness. The present vogue for black, 
according to Mr. Schaub, has made 
it possible for a woman to wear 
patent or satin footwear on all oc- 
casions, and a change to colors will 
mean many extra pairs of shoes if 
the merchants get behind the color 
idea and push it for all that it is 
worth. 

CINCINNATI 


Market Maintains Prestige 


Fears expressed at one time that 
the Cincinnati shoe market was los- 
ing its prestige not only are un- 
founded, but the last year’s expe- 
rience has proved to the satisfac- 
tion of men in this market as well 
as in the trade generally that the 
Cincinnati market is alive and sat- 
isfactorily prosperous. A general 
survey of market conditions at the 
close of the year 1925, shows that 
every factory has reported a gain 
over their business of 1924 and 
brilliant prospects for the continued 
prosperity of the market in general. 

“The Cincinnati market has had 
a very satisfactory year and every 
factory has shown a large profit in 
the year’s business and a substan- 
tial gain over previous years,” was 
the opinion expressed by William 
Tateman, secretary of the Cincin- 
nati Manufacturers’ Association. 
“Labor conditions generally have 
been good, but because of the con- 
tinued increase of business there 
have been times when we could 
have wished for more persons to 
work in the factories.” 


“Himself” Ready With Samples 


Karl Heimberger, “Himself,” of 
the Cahill Shoe Company, Cincin- 
nati, makers of the ‘“Cahill’s 
Catchy Creations,” visited the plant 
in Cincinnati going over his new 
samples. Karl expects to have his 
line ready at the Hotel Henry, 
Pittsburgh, this week. Tom Cahill 
and Karl Heimberger will display 
the Cahill line at the Hotel Tray- 
more, Atlantic City, Jan. 18, 19 and 
20 for the annual convention of the 





Pennsylvania Shoe Retailers’ Asso- 
ciation. 


Men To Go On Road 


Salesmen for the Vollman Law- 
rence Shoe Company, Cincinnati, 
will leave for their territories with 
the new spring line of samples the 
week after the Chicago Conven- 
tion and Style Show. The samples 
will include a complete line of 
welts, sport and fancy, McKays in 


dainty types and “Stylish, sturdy: 


shoes.” 

Salesmen for the Roth Shoe Com- 
pany worked during the holiday pe- 
riod near their respective homes in 
their territories. Next week they 
will begin the swing around their 
circuits. 


New Line Announced 


Because there was a need among 
its customers for shoes for stout 
and elderly women and because his 
mother found a _ specially made 
shoe, gave such perfect comfort, 
George Vollman of the Vollman 
Lawrence Shoe Company has an- 
nounced a new line of shoes to be 
called “Madame Bo Couer” (Lady 
Good Heart). These shoes are to 
be stylish shoes with all the fea- 
tures of a comfort shoe. 

This line will have a steel arch, 
long counters and will be molded 
to form lasts. This shoe will be 
carried in EE and EEE widths. Ex- 
tensive advertising will explain to 
the public just what are the advan- 
tages to be gained from this shoe. 


ROCHESTER 
(CONTINUED FROM PAGE 47) 
Snow Boots 


McCurdy’s featured Swedish 
snow boots in velvet, mole, gabar- 
dine and matalase trimmed: with 
fitch, mole or beaver at $16.50 a 
pair. 

Little attempt was made during 
the week to push new shoe styles. 
Most of the down town stores dis- 
played party slippers and gift ar- 
ticles to attract trade. 


Preparing for Chicago Convention 


The New York State Retail Shoe 
Dealers’ Association is making 
preparations to send a large delega- 
tion to the N.S. R. A. Convention in 
Chicago. Secretary Chase has 
mailed a letter to the members urg- 
ing them to make reservations early 
for the special car and for hotel 
reservations in Chicago. 
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CINCINNATI 
Retailers Busy 


The busy hustle characteristic of 
the Christmas season has at last 
settled down on the shoe stores in 
the Cincinnati district. The com- 
plaint that virtually nothing but 
Christmas slippers was being sold 
has disappeared and shoe mer- 
chants are too busy to say much as 
to the situation in the market ex- 
cept that they are busy. 

The same statements that have 
held for some time as to styles are 
still being made. Black patent 
leather and satin pumps with a no- 
ticeable number of sales of kids and 
velvets are reported by all stores. 


Late Spurt in Trade 


“We have very little complaint to 
make this week as to the amount of 
business,” said Ted Orr, of the Pot- 
ter Shoe Company. “The Christmas 
rush has hit us strong and we are 
being kept busy supplying the de- 
mands of our customers.” 

“Last week we found that many 
persons were passing the shoe 
stores, but this week things have 
come our way and we are doing a 
nice business for the holidays,” was 
the opinion of W. A. Nesbitt of the 
Queen Quality Shoe Shop. 


CHICAGO 
Rubber Footwear in Demand 


Chicago is at least buying galosh- 
es. The past few days of heavy 
snow and sloppy streets have forced 
footwear into cover. Overshoe 
stocks as a result have materially 
been reduced and many merchants 
who were enjoying a wee bit of 
anxiety are feeling better. 

Shoe sales, too, have picked up 
considerably and there is a feeling 
of general optimism over the De- 
cember totals and the lowness of 
inventories for the year. 

There have been many pairs of 
evening slippers sold in the past 
week and no small amount of shoes 
generally. Silver and gold brocade 
and mottled brocade sales indicate 
a colorful New Year in Chicago 
and the sales on buckle ornaments 
have been unusually pleasing. 


Hosiery Stocks Depleted 


Hosiery sales have almost de- 
pleted the stocks in the stores and 
there have been rush orders on all 
wholesalers in the city. Gun metal, 
flesh and rose taupe shades have 
been the heaviest bought with other 
light pastel shades in some demand 
but not exceptional. 
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KIP SIDES 
IN WHITE 
AND 
COLORED 
BUCK 


SHOES MADE OF 


BEE & SEE LEATHERS WILL 
BE DISPLAYED BY 
LEADING MANUFACTURERS 
AT ALL OF THE SHOWS 


| BEE & SEE 
CHROME BLACK AND 
PATENT COLORED 
SIDE KIPS SIDES 
LEATHER SMOOTH 
eee AND 
BLACK BOARDED 
AND 
COLORS 
































BEGGS & COBB, Inc. 


Sales Department and Main Offices 


76 South Street, Boston 


Arthur S. Patton Leather Co. Wm. B. Heald 
1602 Locust Street 305 W. Lake St. 
St. Louis, Mo. Chicago, III. 














When writing to advertisers please mention Boot Ann Snoz Recorper 





























BROCKTON, MASS. 
Address all communications to the factory 


— Howard & snors—| 
































()> A. PACKARD CO. Makers : 
BROCKTON 














NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N.Y., U.S.A. 
MEN’S FINE SHORES EXCLUSIVELY 
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Black satin and patent—particu- 
larly the iridescent patents have 
been as usual the heaviest sellers 
and there has been a steady call for 
the high quartered one strap mod- 
els in preference to strap pumps. 
The high throated gore oxfords, 
too, have been good sellers and the 
short vamped Charleston slippers 
show little signs of waning favor. 

As a whole, the buyers are mark- 
ing time waiting for the first of the 
year and for the N.S. R. A. Conven- 
tion and its showing of style. The 
lack of definite style indications 
seems to be bothering the buyers 
considerably and there is a ten- 
dency to wait and place orders late. 


Murphy Buys Saval Shoe Co. 


Rosecrans Murphy, for twenty- 
five years a figure in Chicago’s 
wholesale shoe market, and repre- 
sentative of the Julian Kokenge 
Shoe Company of Cincinnati and 
later of the Plaut-Butler Company 
has just completed the details for 
the purchase of the Saval Shoe 
Company of Chicago. 

Mr. Murphy announces that the 
company has recently acquired new 
quarters at 500 Throop Street in 
Chicago where 14,000 feet of floor 
space are available for one of the 
most modern plants in the west. 
The new concern will be known as 
the Murphy and Saval Shoe Com- 
pany, Mr. Saval the founder of the 
concern, remaining in the new or- 
ganization. 


NEW YORK 
Seasons Overlapping 


Wrapped in the coldest weather so 
far this winter, New York, in the 
last week of 1925 presented a curi- 
ous admixture of winter and spring 
merchandise for the post-holiday 
shoppers. Christmas was no more 
than out of the way when the stores, 
particularly those along Fifth Avenue 
and in the up-town shopping section 
in general burst into. displays de- 
signed to appeal to the birds of 
passage about to flit to the Southern 
winter resorts. With Florida get- 
ting no end of free publicity in the 
newspapers and magazines, the re- 
tailers have not been slow to hook up 
with the trend of the times. 

To this end some elaborate dis- 
plays were prepared in the windows 
of the leading retail shops. Shoes 
were given their just share in these 
displays, in fact, footwear seemed 
to occupy a more prominent position 
than usual, which is not surprising 
in view of the increasing interest 
that the general public is taking in 
style footwear. 
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BRIDGEWA j 
WORKERS’ 
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ASSOCIATION 


Factory, Bridgewater, Mass. 
Beston Cm a Steoot 














TRADE MARK REGISTERED 











HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


SHOES and RUBBERS 
Every Wednesday and Friday 














THE SHOE FOR MEN 
ELLIOT SHOB CO. BROCKTON, MASS. 











STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Got to be Stetson “a! 


THE STETSON SHOE CO., Inc. 
Seuth Weymouth, Mass. 











SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. Selling 
values unsurpassed. Priced to 
please. Investigate. 

CRAIG-REED & EMERSON, Inc. 


Boston Office, 10 High St.. Room 304 
New York Office—Marbridge Bldg. 

















201 South Street Boston, Mass. 








Telephone, LiBerty 8673 
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The Quality 
Pullman Slipper 
RED BLACK TAN 


Swan Shoe Co., Baltimore, Md. 

















PARISTYLE FOOTWEAR MFG. CO., ING. 


“Chicase Otice, Security Bldg 188 W. Madisen St 
HIGH GRADE MULES and D’ORSAYS 


Made of Satin, Ouilted Satin, Embossed 
Leather. Tinsel and Brocade 
Prices frem $23.00 per dex. up 


> 








peaen -~«, oe 
Beudoirs and Novelty 
Kimono Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., inc. BROOKLYN, N. Y- 





[OF the = (Byer «5 ~ For the | 

















= Many dependable and 


profitable styles con- 
stantly in Stock. Send for latest price list. 
H. K. GARDINER CO., PITTSFIELD, N. H. 



















DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane St., 








New York City 














EMIL RUBLACK 


Maker ef Artistic 
Price and Sale Tickets 
Samples Mailed Free on 


140-142 WEST BROADWAY 
NEW YORK 








Ne. 250. $2.50 per 100 Established 1903 
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New Materials 


White kid, parchment and sauterne 
kid and the deeper shades are all 
being exploited freely for Southern 
wear. Linen, in white and pastel 
shades, along with cretonnes and 
pastel shades of buffed alligator calf 
are among the novelty materials. 
Colored linen looks like an extremely 
good bet to a number of New York 
retailers. 

Eddie Cohen of Saks Fifth Avenue, 
who can be depended upon to startle 
the shoe world is showing an un- 
usual futurist pattern, in which the 
triangles assume odd shapes. One 
eye-smashing model of this type is 
developed in red, black and gold, the 
shoe carrying a high, square spike 
heel in red. Another shoe that he 
is showing is made of raffia em- 
broidery on kid. In bright colors 
this shoe has a particularly winter 
resort appearance. 

Henning, the upper Madison Ave- 
nue shop, which has a reputation for 
starting things, appears to be in a 
fair way of “putting another one 
over” with pin seal. Shoes of this 
material are being shown by this 
house in a rather wide range of pat- 
terns. Black and brown are the 
principal colors, and in addition to 
the plain seal, a reptile finish also is 
shown, 


Clearance Sales Increase 


In another week or two the clear- 
ance sales will be in full swing. Sev- 
eral of the shops joined the ranks 
of “salers” this week, among them 
Cammeyer, Thirty-fourth Street, who 
cffered shoes formerly selling up to 
$18 a pair at $10.85, Delman, Madi- 
son Avenue, who is clearing his stock 
of $18.50 to $32 shoes at $14.75, and 
Wanamaker, who offered 829 pairs 
of $11 to $15 shoes at $8.65. Saks- 
Fifth Avenue also ran a sale of their 
entire stock of all gold and silver kid 
slippers at $10.85 a pair. These shoes 
were out of stocks formerly selling 
from $15.50 to $22.50 a pair. 


Figures Show Trade Gains 


According to a statement from the 
Federal Reserve Bank of New York, 
department stores here did a Christ- 
mas business 8 per cent greater in 
volume than a year ago. The holiday 
business for 1924 set the previous 
high record. Total sales for the 
year, 1925, were about 5% per cent 
ahead of 1924. In November, the 
last month for which complete fig- 
ures are available, department store 
sales were 5 per cent larger than in 
November, 1924. 

Shoe sales in department stores in 
November were substantially ahead 








QUALITY BALLETS— _ sraéx 


Soft Toe 
6/11 $1.15 
11%/2 1.20 





15c Extra request. 

Alse Men’s and Wemen’s Slippers of every deseripticn. 
METROPOLITAN SLIPPER CO. 

134 W. B’way, near Duane St. New York 








pu i UL LULL 
@ALLETS 
HARD AND 
SOFT TOES 
IN 







STOCK wM. 
Send for SUMNER 
Price List SMITH 


325 W. Monroe St., Chicago, II. 








BALLET SLIPPERS—IN STOCK 
of the unusual kin 
Style Bie2 Blk. Glazed 
gore: 
6-11 D4 9 
$1.30 $1.35 §$ i‘ 
SCART OERSER 


Speciatists in Ballet an 
241 No lith Street ~ Philadelphia, Pa. 











IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.25 pr. 


Mimsen 
$1.20 pr. 
Childs’ 
$1.16 pr. 


BLOG SHOE FINDING CO., 2 
147 Duane St., New York, N. 
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BALLET SLIPPERS 
BLACK VICI KID—IN STOCK 











Men’s Leather House 
Slippers in Stock 














Athletie Shee Mig. Co., 124 N. Third St, Philadelphia 











ARLE 
shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN CO. 


5@ MAIN ST., BROCKTON, MASS. 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
































The One 








CREESE & COOK CO. 
Tanneries at Danverspert 95 Seuth St., Besten, Mass 











Beggs & Cobb, Inc., Boston, Mass 


est Virginia 
Scientifically manufactured to an exact 
Uniformity of Quality. 
p Products Department 


WestViraix nia Pulp& PaperCompany 
Detroit New York Chicago 




















T. W. Godsoe, Pres. a See Freee 
W. G. Donald, Vice-Pre 


F. E. JONES co. 
FANCY COLORS 


MAT KID 


965 SOUTH STREET BOSTON, MASS. 














“ELAM” 


FlexibleTurn Shoes 
for the Jobbing Trade Exclusively 
F. S. ELAM LAM SHOE co. 


sian gy 183 adhe Street 


pr POSNER’, 


SHOES & HOSIERY 
Fer Ch 
Boys and tng les 
Dr. A. Shees, ine. 
140 W. Pa New York 
Fastery Breeklyn, N. Y. ” 

















No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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of those of 1924, but the total sales 
of shoes in chain stores fell below 
those of the previous year, despite 
an ‘increase in the number of stores. 
Wholesale sales of shoes were larger 
than in the year previous. 


The New Adrian X-Ray Foot 
Fitting Machine 


The Adrian Corporation, at 210 
Sycamore Street, Milwaukee, has 
completed plans for the exclusive 
manufacture of foot X-ray machines 
under the Adrian patents. 

The new company has been organ- 
ized under the laws of Wisconsin 
with $25,000 in paid up capital. 
M. B. Adrian, the inventor of the 
machine, is president; S. F. Adrian, 
vice-president, and A. E. Preussler, 
secretary and treasurer. 

The new corporation will shortly 
begin the manufacture of a new and 
improved type of foot X-ray ma- 
chine for shoe stores embodying al- 
most everything that might be de- 
sired of a machine of this kind. 


Shuttleworth Is Shoe Buyer 


ATLANTA—The Davison - Paxon - 
Stokes Co., operating one of the larg- 
est of the department stores in At- 
lanta, announces the appointment re- 
cently of P. J. Shuttleworth as man- 
ager of the company’s retail shoe de- 
partment. Mr. Shuttleworth was 
formerly identified with the shoe 
business in Atlanta for some time, 
but recently has been in the North 
making a study of the different 
phases of the business. The Davison- 
Paxon-Stokes Co. was recently taken 
over by, and merged with, Macy’s of 
New York, and the latter concern 
now has under construction in At- 
lanta one of the largest department 
stores in the country. 


Louisiana Firm Expands 


MINDEN, LA.—The Fort-Hortman 
has purchased the entire stock of 
dry gods and shoes from the Tom 
Crichton Co. Until Jan. 1, the Fort- 
Hortman will continue to operate 
their present store in addition to 
the new one. After that time the 
two stocks will be combined, and the 
business conducted in the handsome 
new building constructed by Tom 
Crichton two years ago. 


Shreveport Merchant Retires 


SHREVEPORT, LA.—J. L. Bazelon is 
retiring from the firm of Morris 
Groner & Co., 619 Texas Street. The 


business will be continued under the 
old name by Mr. Groner after Jan. 1. 
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J. R. BEATON CO., Inc. 
331 FOURTH AVE., NEW YORK 


HOSIERY} ATLANTA 
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Makes Old Shoes Look New 
THE NU-SHINE Co. 
Reidsville, N. C. 





Mkt. St. 





Dm ee 
"6 jes mark of 
Sood she Te buckles 
ever > 1905 


L. ALTERSON oc CU 


54 VW 215t St New Y rh 





Big Spring White Season 
Forecasted 


Wm. H. Walker & Co. of Buffalo, 
N. Y., report that their salesmen 
are out with white samples for 1926 
and that an unusually satisfactory 
volume of advance spring white 
orders have been booked. 


Wholesale Rubber House 


On Jan. 1, the wholesale rubber 
business, together with the name, 
S. B. Thing & Co., Inc., which was 
begun in 1861, will pass by pur- 
chase to the Hood Rubber Products 
Company. This transaction will not 
in any way affect the company’s 
retail stores, except the necessity 
of slightly changing the name of 
these stores. They will, after Jan. 
1, be known as Thing’s Shoe Stores, 
Inc., and will be under the same 
ownership and management, with 
W. A. Richardson as president; F. 
S. Sawyer as treasurer, and W. L. 
Burnham as buyer of the leather 
goods. 
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Did You Ever 
Think of This? 


You probably have 
used equipment, shop- 
worn equipment, out- 
of-date models or prod- 
ucts which you do not 
want but which some 
one else would be glad 
to get hold of at a price 
under the market. 


Classified Advertis- 
ing inthe BOOT AND 
SHOE RECORDER 
will move them quickly 
and economically. See 
Classified Section for 
Advertising rates. 
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Chain Stores 


Sige trend of business today is toward the 
chain store. Advantages of the well or- 
ganized chain store system are so apparent 
that many individual merchants over the 
country are either liquidating their businesses 
or suggesting to some chain organization that 
they be absorbed. Many men holding re- 
sponsible positions with the small or individ- 
ual operator, are fast coming to the conclu- 
sion that the opportunity for them lies in a 
connection with the up-to-date chaifi store. 
These are days of consolidation. Organized 
effort on a large scale is necessary to meet 
competition. 


Some chain store systems have grown dur- 
ing the past ten or fifteen years to a point 
where they are recognized as leaders in their 
particular fields. They will continue to grow 
to the degree that they are willing to divide 
the fruits of their success with the men of 
their staff and ranks who make worthy con- 
tributions of effort. 


There is one chain store organization that 
has been and is doing this very thing—the 


J.C. PENNEY CO. 


operators of nearly seven hundred stores in forty- 
four states; Selling Dry Goods, Clothing and Shoes 
—outfitters of the family. 


The unique plan of this Company is such that 
no competitor has any advantage. Its buying power 
is indeed great. Its method of distribution is eco- 
nomically sound and successful. Its method of pro- 
viding opportunity for its Associates is so com- 
mendable that men from department stores and 
individual stores all over the country are attracted 
to seek a place with it. 


New stores are continually being opened, as men 
from its ranks prove their ability as capable mana- 
gers and executives. 


Your Opportunity 


This Organization is seeking some men now— 
men who are now holding more or less responsible 
positions—men whose training and ambition call 
them from where they are to a place where oppor- 
tunity and encouragement for the future abound. 
To qualify, experience in all or some of the above 
lines is necessary. 


You may have gone as far in your present posi- 
tion as you can go. You may have exhauste the 
responsibilities oo S e lines you are now moving. 
If so, and you are between the a P - = = 35, 
investigate the opportunity offere Organ- 
ization. A new starting point r+ f- oom a new 
and broader life for you. 


If you are interested, write full particulars to 
whichever of our offices is nearest you. 


A NATION-WIDE 
(‘Pe mney 
. enn NT y VO. 


370 Seventh Ave. : : New York City 
1205 Olive Street : : St. Louis, Mo. 


When writing to advertisers please mention Boot anp SHor Recorpsr 




















——- 


BOOT AND SHOE RECORDER 


January 2, 1926 





page per issue: 





Space ltime 7times 13 times 
1 in......$5.00 $4.00 $3.50 


2 in......10.00 8.00 7.00 
3 in......15.00 12.00 10.50 


4in......20.00 16.00 14.00 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth 


26 times 62 times insertion. Minimum amount accepted, $1.2 
$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 letter postage. 





SITION OR LINE WANTED—Four cents per word for each 
insertion. Minimum amount accepted, seventy-five cents. For 
other ‘‘Want’’ advertisements, seven s* per word for each 


Ads under these headings will be received at the Boston office of the 
Boot and Shoe Recorder up to noon on Monday of week of pub- 
lication date. When advertisers desire answers to come in care 
of this office, twelve words must be allowed in each advertisement 
for address. When advertisers desire replies forwarded direct to 
their address, each word of the address must be counted in the 
advertisement and paid for accordingly. When display space is 
used allow 45 words to inch. Answers to ads must be sent under 




















SALESMEN WANTED . 


SALESMEN WANTED 


SALESMEN WANTED 











WEST VIRGINIA 





We want experienced salesmen to cover the above territory. We make unlined UNION 
STAMP WORKS SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 


Write for particulars, giving references. 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


KANSAS IOWA 


LIVE wire salesmen wanted by women’s novel- 
ty house of up-to-the-minute styles from in- 
stock, Territory open in several sections of the 
country. Address B-873, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





WANTED— Experienced man for north-east 
New York and Vermont. Herbert L. Marx 
Co., manufacturers, distributors of shoes, rub- 
bers, findings. Address B-874, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








SALESMEN WANTED 


with established trade to carry side line 
all or part of growing girls’, misses’. 
Children’s, infants’ and boys’ shoes in 
stock in Chicago. Seven per cent straight 
commission. References required. The 
following territories open: Arkansas, 
California, Idaho, Iowa, IJlinois, Indiana, 
Florida, Georgia, Kansas, Louisiana, 
Detroit, Northern Michigan, Minnesota, 
exclusive of Minneapolis and St. Paul, 
Montana, Nebraska, exclusive of Omaha, 
New Mexico, North and South Dakota, 
Oregon, Tennessee, Washington, West 
Virginia, Northern Wisconsin, Missouri, 
Nebraska, Pittsburgh and _ surrounding 
territory. Address B_ 835, 

Boot and Shoe Recorder, 

W. Madison St., Chicago, Il. 


ANTED—High-grade salesman _represent- 

ing well known and up-to-date factory mak- 
ing women’s fine McKay shoes, to retail at 
$5.00 and $6.00. New York State preferred— 
or will consider adjoining states. Only men 
of unquestionable ability need apply. Address 
B-871, care Boot and Shoe Recorder, 207 South 
Street, Boston. 





GALESMEN who cover their territory close 

to represent Middle West manufacturer in 
the following states—Iowa, Missouri, Illinois. 
Complete Instock line of Ladies’ Novelty Shoes 
to retail at $4.00, $5.00 and $6.00. State ex- 
perience, age and references. Address B-866, 
care Boot and Shoe Recorder, 189 W. Madison 
St., Chicago, IIl. 








OPPORTUNITY 


Manufacturer of quality line ef branded chil- 
dren’s shoes, popular priced, has opening in 
several excellent territories fer experienced 
salesmen having established retail trade. Draw- 
ing account seven per cent commission. Cor- 
respondence held in strict confidence. Ref- 
erences required. Address B-71i, care of 
Boot & Shoe Recorder, 207 South Street, Bes- 
ton, Mass. 











WANT SALESMEN 


Can you sell a line of Men’s Genuine 
Calf Skin Shoes for $3.50 less 5% dis- 
count that are equal in quality, style, 
fit and finish that other manufacturers 
are getting $4.00 and $4.25 for? All 
snappy, young men’s fast selling styles, 
eut from Fred —-_ Calf Skins, and 
Armour’s 10 iron Bend Outsoles. Stock 
earried on floor. Sold on straight 6% 
commission basis. HUMMER SHOES 
FROM HUMBOLDT. 


COBLE SHOE CO. 
Humboldt, Tennessee 

















WANTED SALESMAN 


with established trade to cover the South. 
One who can produce results with high 
grade line of ladies’ Brooklyn turn shoes. 
Salary and Commission basis. Address 
N-512, care Boot and Shoe Re- 
corder, 239 W. 39th St., New 
York, N. Y. 








GALESMEN WANTED—We at the present 
time have limited amount of territory open 
for experienced side line salesmen with estab- 
lished shoe trade, to carry on liberal commission 
basis our well known line of Hapytoz Moccasins 
and Soft Sole Shoes, sizes 0 to 4; Flexible First 
S Turns, sizes 1 to 5, and New Process 
Welts, sizes 2 to 5, 5% to 8 and 8% to 12. 
This complete line is not only manufactured in 
our own factory, but extensively advertised and 
backed by IN STOCK Department, carrying 
$100,000 worth of shoes at all times, thereby 
making an ideal proposition for live wire sales- 
men. Mention cesetary Gages and give refer- 
ences in first letter. . C. Goodger, Inc., 89 
Allen Street, Rochester, N. Y. 





WANTED—Wide awake successful salesmen 
to represent Mass. manufacturer of popu- 
lar priced men’s shoes with instock department. 
Write giving full details and territory. Address 
B-857, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





WWANTED~Salesmen with well established 
trade in Western Texas, New Mexico, Ari- 
zona and Southern California to sell on 7 per 
cent commission, Misses’, Children’s and In- 
fants’ Turn Shoes. Spring lines ready January 





15th. References necessary. Edward H. Ken- 
nedy, No. 9 Furnace Street, Rochester, N. Y 











SALESMAN WANTED 


One who has an established trade and 
can produce results with a high grade 
line of ladies’ Brooklyn turn shoes to 
eover the Pacific Coast. Salary and 
Commission basis. Address -513, 
care Boot Shoe Recorder, 239 
W. 39th St., New York, N. ¥. 





























SALESMEN WANTED—Real producers in 

the following territories: Ohio, Georgia and 
Florida, Arkansas and Oklahoma, Mississippi 
and Alabama, Illinois, New York, North and 
South Dakota, North and South Carolina, 
Iowa, "Kentucky and West Virginia. We sell 
one of the oldest work shoe lines, real quality 
shoes; big commissions paid to the right man 
—only live wires need apply. Address B-840, 
care Boot and Shoe Recorder, 189 W. Madison 
St., Chicago, Ill. 





“GOLD MARK” ladies’ full-fashioned hosiery, 
only four numbers; side line. Must have 
following among best shoe stores through the 
country. Commission only. Address B-872, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


GALESMEN to carry about fifteen samples of 
in-stock arch support welts in the following 
states: Alabama, Mississippi, Louisiana, Tennes- 
see, Kentucky, Arkansas, Texas, Wisconsin, 
Indiana, Utah, Wyoming, Nevada, Idaho and 
Florida. Commission basis payable weekly on 
shipments. Correspondence held in strict con- 
fidence but give us full information and refer- 
ences in first letter. Robinson-Bynon Shoe Co., 
Auburn, N. Y. 


ESIDENT salesmen wanted in all territories 

to handle a line of Dr. Salter’s arthopedic in- 
fants’ and children’s turns on a commission 
basis. _Selwell Shoe Co., 24 Hudson St., New 
York, N. Y. 


WANTED salesmen to carry line of infants’ 

soft soles and moccasins, also unlined elk 
for children creeping. Commissions 10 per cent. 
Dunn Shoe Co., Danvers, Mass. 


SALESMAN WANTED—A salesman with an 

“, acquaintance in North and South Carolina, 
Virginia and Kentucky to handle a well known 
line of boudoir slippers in fabric, satin, leather 
and felt. This lire has many established ac- 
counts but. we want a go-getter who can in- 
crease business in this territory. Commission 
liberal. Give all particulars in first letter. 
Samples ready in January. Address B-876, 
care Boot and Shoe Recorder, 1222 Granite 
Building. Rochester, N. Y. 


POSITION WANTED 


























Retail Shoe Manager 


Tf you are looking for a manager for 
a high class shoe shop in New York 
City, one who has proved his ability in 
sales promotion, write confidential to 
B860, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 























SINGLE man with 20 years’ experience in re 
tail shoe business looking for position after 
January 1. H. W. Colborn, Scottdale, Pa. 





EXPERT style man and buyer will be open 
for a real live proposition about February 
1, 1926. Do not answer unless it is a big 
thing. Address N-508, care Boot and Shoe 
Recorder, 239 W. 39th St., New York. 


TO LET 

















Boston’s Leading Shoe Building 
186 Lincoln St., Boston, Mass. 
To Let 


Modern offices and desirable floor space 
at attractive prices. Inquire of Super- 
intendent on premises. 
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FOR RENT 


FOR RENT 


MISCELLANEOUS 





iie-rdaciecartaneniriemriin 


There’s No Better Location to 


houses. 
For details address 


[ 





You can now secure a New York City sales office and display room 
in the best location in the largest shoe buying center in the world. 
Suitable for a substantial line alone or for two non-competitive 


i 
Sell Shoes in N. Y.! | 
I 


B-856, c/o Boot and Shoe Recorder 
127 Duane St., New York City, N. Y. 


PPE aortas no 





FOR LEASE 





MISCELLANEOUS 





T? lease department store shoe department in 
live eastern Llilinois city having large draw- 
ing population. Annual business now $20,000. 
References exchanged. Address B-875, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Ill. 








FOR SALE 





FOR SALE—Department store having an up- 
to-date, staple and complete stock of gents’ 
furnishings, clothing, dry goods and an excel- 
lent line of shoes consisting mainly of Iinterna- 
tional Brands. Best location in this section of 
city. Business established 14 years ago in 
small store 15 by 25. Today am owner of 
premises with space of 80 by 65. Four com- 
municating stores in one. Long term lease can 
be had if desired. Reason for selling, owner 
wants to retire. Business references in Dun’s 
under name of Max Somon, 1909-15 Nichols 
Ave., S. E., Anacostia, D. C. Further particu- 
lars will be given upon request. 





FOR SALE. 
condition. 
mirrors, safe, fan, counter, 
Sutherland, Bloomington, Ind. 


Used shoe store fixtures, fine 
Chairs, desk, show case, stools, 
settee. harl 








MISCELLANEOUS 





ey = (ARTON 


abels 


1bbTstretst-phene West ate! print most 
of those used by the Shoe Trade 


. 


Complete sel of samples on reques 
Wie 
Ost 


OFFICES anc 





— 


WANTED TO PURCHASE 


‘CASH PAID 


for entire shoe stocks or surplus stocks 
of shoes or other merchandise. Any 
quantity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 


























a» 


Powder Puff 
Beaded Rosette 


$7.50 Doz. Pairs 
Plain—$4.50 Doz. Pairs 
Sold by Leading Shoe Stores, Supply 
Houses, also by 


Superior Shoe Ornament Works 
588 Howard Ave., Brooklyn, N. Y. 














PF 


NEW and USED CHAIRS 


Prices from $2.00 each up 
Always on Hand 


Crown Motion Picture Supplies 





Money 
Maker 
for the Dealer 


Improved Featherweight 


ICE-CREEPER 


seller when icy weather comes. Retails 
Made in 3 sizes. No. 1—for 
No. 2—for ladies’ 
3—for men’s 
an’s boot. Apply your jobber— 
jobber don’t have them we'll 
name of nearest 4 
CHURCHILL MFG. CO. 
278 Thorndike Street, 
well, Mass. 











IDEAL ROLLING 
LADDERS 


are 
25% Cheaper 
and Guaranteed 
Write for Oatatog 
Success Furniture 


Corp., St. Louls 
Kirkwood, Mo. 











WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 











Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and she)ving. 
They will enable you to 
get along less help, 
save the wear and tear 
on your shelving, and 
help the a rance of 
your store. Shipped sub- 
ject to approval and 
satisfaction guaranteed. 


Write for our latest ca- 
+ | showing 15 styles 
of laddérs as well as 
other store fixtures. 





Manufacturing Co. 
2416 Ne. 10th Street 
ST. LOUIS, MO. 
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Get the Good Will of Your Neighborhood 


Through the Children 


Our catalogue of novelties for children is now 
i ready. We also have some very fine novelties for 
} the home, office, etc. Send for free catalogue. 
“Gain a Lap on Your Competitor.” 
PRETTY SOUVENIR ADVERTISING COMPANY 
37 East 28th Street 


New York City, N. Y. 














Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
MEM Rouse se 


CINCINNATI, O. 


by Rw not mene 
Metal Fixtures or 


ESTABLISHED 1880 











WANTED TO PURCHASE 











FOR CASH 


We offer you cash for surplus shoes, slow 
sellers, and manufacturers’ cancellations. 
Also buy entire shoe stocks. Quick terms. 
25 years in the jobbing business. 
MARTIN POSNER & CO. 
826 Church St., New York, N. Y. 
Phone Walker 5846 








CASH PAID 


for shoe stores or surplus stocks of 

shoes or for other merchandise. Leases 

taken over. We will send a repre- 

sentative to investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 














at) 


ATTRACTIVE 
SHOE CARTONS 


LABELS 


for the exciusm. * 


a li 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


a 
MAy 


<f 


aS) OO 


tr RAN lf f 
cial einer s peer 
26 $°2755 LEXINGTON AVE. 


BROOKLYN N.Y 
FRICAS GREATEST SHOE CARION MFRS 


Complete set of samples upon request, 
without obligation. 


We buy quick and pay highest cash 
price for retail and wholesale stocks 
of shoes or any other merchandise. 
Quantity no object. 

For 30 years our specialty. 

Bank and mercantile references. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn, 
Phone Pulaski 1798 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. Quantities 
no object. Retail or wholesale. Short 
term leases taken off your hands. 
Wire or phone us. Correspondence 
confidential. Established 1890. 

MAX GLAUBERG 

436 Grand Street, New York City 
We also purchase clothing, hats, fur- 
nishing goods, etc. Dry Dock 0352 














THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 
Phone—Canal 6874 


WILL ( SLOW SELLERS FOR 
BUY { SURPLUS STOCKS CASH 


ENTIRE STOCKS 
Bargains in shoes always on hand for 
special sales and bargain basements 











a “blind groping in the dark.” 


grope in the dark. 


{ There are no dark spots in the Boot and Shoe Recorder 
' circulation. Our records are audited by the Audit 


Bureau of Circulations. 





GROPING IN THE DARK 


Time was when the purchase of advertising space was 
Advertisers had no 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
; its place. Space buyers no longer find it necessary to 
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How to Hold a Remarkable 
Sale 


[CONTINUED FROM PAGE 18] 

did walk down; all sorts of folks; 
some interested in securing shoes at 
the very low prices, bargains at 
$3.85 or less; others calling for 
arctics and rubber goods; mothers 
and children storming the children’s 
shoe section, especially on the out- 
of-school Saturday; many asking for 
boudoirs, felt house slippers, leather 
house slippers and all styles of 
hosiery selected for gifts of the 
season. Irrespective of financial 
status or place in the social register, 
people did go down to the lower 
floor, without hesitancy or demur, 
if they were interested in anything 
except high-grade shoes for men 
and women. 

Sale prices on the main floor 
represented genuine reductions that 
made any purchase a_ bargain. 
Men’s $10, $11, $12, $13 and $14 
shoes were marked at $8.85; wom- 
en’s $9, $10, $11, $12 and $13 shoes, 
at $6.85, $7.85, $8.85; $9 and $10 
styles for men, at $6.85. Every- 
where in this sale, the people’s 
money talked loudly. 

Best qualities were best sellers. 
The remarkable thing about this 
sale was the constant call for the 
very best shoes in the store. It 
came in large part from the twenty 
thousand men and women who are 
regular wearers of the Pidgeon 
shoes, and partly from others who 
thought this sale a good opportunity 
to get acquainted with the merits 
of Pidgeon footwear without much 
expense to themselves. In no sense 
of the word was this a cheap sale. 
It was a high-grade sale. Pidgeon 
sells nothing regularly at less than 
$7.50 for men and $8 for women. 
His volume of business is chiefly on 
$10 to $12 qualities. Shoes of this 
character were what most of the 
people wanted. 


APPROVED BY 
MEDICAL MEN 


AS a sturdy support for the ankles of 
children and as a_ fully 
shoe, the Burkley Venti- 

lated Foot Developer is unexcelled. 

Well known surgeons recommend its 

use. 


Make your stock of 
children’s shoes com- 


ONTILATIONS! 


patents Dlete by sending your 


order today. 


Phone Brockton 2188 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 Ne. Main Street 
Brockton, Mass. 
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CHANGES IN BUSINESS 








STAMFORD, CONN.—B. Levine (213 
Pacific Street), shoes, etc., reported 
sold out to William Gittleman. 

WEISER, IDAHO.—Gilbert & Couper, 
shoes, etc., succeeded by Sydney 
Couper. 

LOGANSPORT, IND.—Sellers Cloth- 
ing Co. (Bert Wills, Prop.) (414 
Market Street), shoes, etc., reported 
selling or sold out. 

INDIANA HARBOR, IND. — Ray 
Shaffer & Son (Mrs.), (“People’s 
Store”) (3503 Penn Avenue), shoes, 
etc., sold out here; Mrs. R. Shaffer 
now in business at South Bend, Ind. 

WEST FRANKFORT, ILL. — Lasky 
Cantor Brown, shoe manufacturers, 
incorporated with authorized capital 
of $20,000. 

GRAND HAVEN, MICH.—Juistema 
& Swartz, shoes, succeede@ by 
Swartz & Kooiman. 

DETROIT, MicH.—Goldberg &'Sell- 
man (9373 Mack Avenue), shoes, 
dissolved partnership; succeeded 
Isadore Goldberg. 

CHELSEA, Mass.—High Shoe Mfg. 
Co., shoe manufacturers, incorpo- 
rated with authorized capital of 
$11,000. 

CAMBRIDGE, MAss.—Live Leather 
Products, Inc.; manufacturers, in- 
corporated with authorized capital 
of $100,000. 

LEOMINSTER, MAss.—Northmins- 
ter Shoe Stores, Inc., shoes, suc- 
ceeded by Morin System of Shoe 
Stores, Inc. 

BROOKLYN, N. Y.—Charles Feder 
(2926 West Fifth Street), shoes, 
removed to 127 First Avenue, New 
York City; formed partnership with 
Sigmund Barshak. 

P. O. D. Shoe Co., manufacturers, 
incorporated with authorized capital 
of $10,000. 

NEw YorK CiTy.—Majestic Orna- 
ment Co., shoe buckles, etc., incor- 
porated with authorized capital of 
$10,000. 

Armin Adler (44 Avenue C), 
shoes, reported sold out. 

Laks & Weiss (190 Bleecker 
Street), shoes, reported dissolved 
partnership; succeeded by Louis 
Weiss. 

Nasser Mizrachi (491 Broadway), 
shoes, removed to 6613 Eighteenth 
Avenue, Brooklyn, N. Y. 

Henry P. Sammett (449 Sixth 
Avenue), shoes, reported sold out. 

French Bootery (487 Sixth Ave- 
nue), sold out to Rothenberg & 
Geschwindt. 


CANDoR, N. Y.—S. B. Shoe Mfg. 
Co., incorporated with authorized 
capital of $50,000. 

EASTON, PA. (AND BRANCH). — 
Samuel Frank, shoes, sold out at 
Easton; now at East Stroudsburg, 
Pa. 

EAST PROVIDENCE, R. I.—Ortho- 
pedic Shoe, shoes, incorporated with 
authorized capital of $100,000. 

CHIPPEWA FALLS, WIS.—W. P. 
Cruse, shoes, succeeded by Ed Bry- 
nelson. 


Business Reverses 


BosTon, MAss.—J. Weinstein, 272 
Summer Street (East Boston Dis- 
trict), shoes, reported assigned. 

Morris Lefkowith, 288 Blue. Hill 
Avenue (Roxbury District), shoes, 
reported petitioned into bankruptcy. 

LYNN, MaAss.—S. J. Surridge & 
Son (725 Washington Street) shoe 
manufacturers, reported assigned— 
reported offering to compromise at 
20 per cent. 

RANDOLPH, MAss.—O’Sullivan 
Shoe Co., shoe manufacturers, re- 
ported closed by sheriff or execution. 

READING, MAss.—S. J. Basker Co., 
Inc., shoe manufacturers, offering to 
compromise at 35 per cent. 

LOWELL, Mass.—Barry - Donahue 
Shoe Co., shoe manufacturers, re- 
ported assigned. 

CHICOPEE, Mass.—C. & M. Golden, 
shoes, etc., reported offering to com- 
promise at 40 per cent. 

BRIDGEWATER, MAsS.—Robert Fer- 
guson, shoes, reported assigned. 

KALAMAZOO, MICH.—People’s Shoe 
Store, Alton A. Wenzel, proprietor 
(Main & Rose Streets), shoes, re- 
ported petitioned into bankruptcy. 

DULUTH, MINN.—Green’s Bootery, 
shoes, etc., reported petitioned into 
bankruptcy. 

MINNEAPOLIS, MINN. — Emil An- 
derson, shoes, etc., reported peti- 
tioned into bankruptcy. 

BROOKLYN, N. Y.—Phillip Fried- 
man (263 Smith St.) shoes, reported 
receiver appointed. 

Charles Gerdwagen (“Charley’s” 
Family Shoe Store) (210 Myrtle 
Avenue), shoes, reported meeting of 
creditors scheduled. 

POCAHONTAS, ARK.—Abe Alperin, 
shoes, etc., reported petitioned into 
bankruptcy. 

BIRMINGHAM, ALA.—W. E. Hols- 
ton, shoes, etc., reported petitioned 
into bankruptcy, reported receiver 
appointed. 
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Los ANGELES, CAL.—Jos. G. Tobias 
(“Royal Boot Shop”) (346 South 
Broadway), shoes, reported assigned. 

TORRANCE, CAL.—M. N. Black, 
Army & Navy Store, shoes, etc., re- 
ported assigned. 

BRIDGEPORT, CONN.—Jos. Leicht- 
man, Black Rock Department Store, 
shoes, reported petitioned into bank- 
ruptcy. 

ATLANTA, GA.—Wender, Lipman & 
Co. (172 Decatur Street, also 
branches), wholesale shoes, reported 
receiver appointed. 

SAVANNAH, GA.—M. Slan (42 Jef- 
ferson Street), shoes, etc., reported 
petitioned into bankruptcy. 

CHICAGO, ILL.—Morris Weinshen- 
ker (2011 W. 25th Street), shoes, re- 
ported petitioned into bankruptcy. 

SouTH BEND, IND.—United Shoe & 
Pants Co. (Swartz & Evans), shoes, 
etc., reported receiver appointed. 

ADAMS, Mass.—Charles Melle, 
shoes and repairing, offering to com- 
promise at 25 per cent. 

Boston, Mass.—United Rubber & 
Leather Co., rubber heels and soles, 
reported petitioned into bankruptcy. 

NEW YorRK CitTy.—Vantillus, Inc. 
(2333 Broadway), shoes, reported 
petitioned into bankruptcy. 

BROOKLYN, N. Y.—Tip Top Shoe 
Mfg. Co., 441 Blake Avenue, shoe 
manufacturers, reported petitioned 
into bankruptcy. 

NEW YorRK CiTy.—Swarts Smart 
Shoes, Inc. (2543 Broadway), shoes, 
reported petitioned into bankruptcy 
—reported receiver appointed. 

Minnie Cohen (3734 Broadway) 
(849 Prospect Avenue), shoes, re- 
ported meeting of creditors was 
scheduled. 

Ida Kesner (Mrs.), (1403 Wilkins 
Avenue), shoes, reported meeting of 
creditors was scheduled. 

Fannie Michaelson (Mrs.), (74 
Hester Street), shoes, reported meet- 
ing of creditors was scheduled. 

I. Strickof & Sons (2775 Webster 
Avenue) (439 W. 125th Street), 
shoes, reported meeting of creditors 
was scheduled. 

United Comfort Shoe Co. (Kazdyn 
& Block) (1292 Washington Ave- 
nue), shoes, reported meeting of 
creditors was scheduled. 

RICHMOND HILL, N. Y.—Hyman 
Schwartzberg (“Owl  Bootery’”) 
(110-112 Liberty Avenue), shoes, 
reported meeting of creditors sched- 
uled. 

CLEVELAND, OHIO.—Thomas Arcz- 
ynsky, shoes, etc., reported petitioned 
into bankruptcy. 

PHILADELPHIA, Pa.—Charles 
Greenberg (“Ideal Shoe Store”) 
(3122 Richmond Street) shoes, re- 
ported receiver appointed. 
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BOOTS AND SHOES 


Athletic Shoe Mfg. Co., Philadelphia, Pa.. 55 


@est-Ever Slipper Co., Inc., Brooklyn, N. Y. 55 
Blog Shoe Findings, Inc., New York City 55 
Bliss & Perry Co., Newburyport, Mass... 11 


Bridgewater Workers’ Co-operative Assn., 
Bridgewater, Mass. .............+0002+ 54 


Brockton Co-operative Boot and Shoe Co. 54 


Burkley Shoe Co., Brockton, Mass........ 60 


Clapp, Edwin, & Son, Inc., E. Weymouth, 
BR, onc cbs vesdedccccocceeseeseoncoce 54 


Commonwealth Shoe & Leather Co., Whit- 


gem, Mas6. 2c cccccccccccccccccccccce 54 
Craig, Reed & Emerson, Inc., Brockton, 
BE, apse dan bebeocesessccedsecoeseses 54 
Crosset, Lewis A., Co., No. Abington, 
16 


BIER | ect ccccccceccccsecseccevedcosese 


Edwards, J., & Co., Philadelphia... .4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y... 56 


Ellictt Shoe Co., Brockton, Mass......... 54 
Endicott-Johnson, Endicott, N. Y., and St. 
Eatle, Me. cccvcccisecvcscescseccvovcee 32 
Freeman Shoe Mfg. Co., Beloit, Wis...... 4-5 
Gardiner, H. K., Pittsfield, N. H......... 55 


Goodrich, B. F., Rubber Co., Akron, O. 
Front Cover 


Greeley, A. W., & Co., Haverhill, Mass... 46 


Green, Daniel, Felt Shoe Co., Dolgeville, 
De Es wensiceoveoeoncematess yore enone 36 


Grover’s, J. J., Sons Co., Lynn, Mass..... 1 
flaseltine, Ernest D., Co., Newburyport, 
TERE. csccccecceccccccccvccessccessccce 14 


Howard & Foster Co., Brockton, Mass.... 54 
Lilly, Henry, New York City............ 54 


MacLaughlin-Sweet, Inc., Auburn, Me.. .40-41 


Metropolitan Slipper Co,, New York City 55 
Nettleton, A. E., Co., Syracuse, N. Y.... 54 


Packard, M. A., Co., Brockton, Mass.... 54 


Paristyle Footwear Mfg. Co., Inc., Brook- 
SG aes) Oe .0otensnsenghe pedasesceeenan 55 


Peters, Branch of I. 8S. Co., St. Louis, 
RE i 4 LA tak ORES Fee" 3rd Cover 


Posner, Dr. A., Shoes, Inc., Brooklyn, 
DR Be Na ccccctabusasivesostoseisaeee 56 


Powell & Campbell Co., New York City.. 55 


Reed, E. P., & Co., Rochester, N. Y...... 10 


Reynolds, Bion F., Brockton, Mass....... 54 





Richards & Brennan Co., Randolph, Mass. 54 


Schwartz & Herder, Inc., Philadelphia, Pa. 55 


Smith, Wm. Sumner, Chicago............ 55 
Stacy-Adams Co., Brockton, Mass........ 54 
Stetson Shoe Co., Inc., So. Weymouth, 
TB, ccc cccccccccccccccsscccccccceces 54 
Swan Shoe Co., Baltimore, Md........... 55 
Thomas & Company, Brooklyn, N. Y...... 46 


Thomson-Crooker Shoe Co., Boston, Mass.. 13 


United States Rubber Co., New York City 38 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Companies, Inc., 


PEs lle “desacnsbdarvevssoceos 34 
Armstrong Cork Co., Lancaster, Pa...... 42 
Barnet Leather Co., New York City...... 48 
Beggs & Cobb Co., Boston..... ----.+++.+--53-56 
Creese & Cook Co., Boston.............. 56 
Evans, John R., Co., Camden, N. J...... 8-9 
Sones Go, VF. Big BOsOes ccsccsiccccces 56 
Lawrence, A. C., Leather Co., Boston.... 15 
Levor, G., & Co., New York City........ 2-3 


New Castle Leather Co., New York City.. 12 


Quabaug Rubber Co., North Brookfield, 
ID Sn by ones d caiedes bswedee 2nd Cover 


Rueping, Fred, Leather Co., Fond du Lac, 
WOU. seaccichensesdedb eee ipeertanttes 6 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City...... 56 
Churchill Mfg. Co., Lowell, Mass........ 59 
Crown Motion Picture Supplies, New York 
WE 0 dabbuw end skbvdudsdecdgsequee@iess 59 
Milbradt Mfg. Co., St. Louis, Mo......... 59 


Myers, F. E., Bros. Co., The, Ashland, Ohio 59 
Onken, Oscar, Co., Cincinnati, Ohio...... 60 
Pretty Souvenir Adv. Co., New York City 61 
Rublack, Emil, New York City..... cocces 55 


Segall & Co., Philadelphia, Pa........... 59 


Success Furniture Corp., St. Louis, Kirk- 
WUNGE I 400 e00se ca benbeciseetedbesic 59 


Superior Shoe Ornament Works, Brook- 


TO Bs as, vcbsssatabbtacnctsvtdileh cee 59 
West Virginia Pulp & Paper Co., New 

ME EE” Sinsore arnacSiomondeasasesde 56 
Whitcher, Frank W. Co., Boston....... - 4 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Barbour Welting Co., Brockton, Mass.... 7 
Earle Shoe Pattern Co., Brockton, Mass.. 55 
peas, W. G, Clbene, Whi ccc ccccccccses 46 
Nu-Shine Co., The, Reidsville, N. C...... 56 


United Shoe Machinery Corp., Boston..44, 63-64 
United Fast Color Eyelet Co., Boston.... 37 


MISCELLANEOUS 
Atlantic Printing Co., Boston............ 54 
Brooklyn Purchasing Syndicate.......... 60 
Glauberg, Max, New York City.......... 66 


Kalter, Cerf. Mercantile Co., Inc., New 
ME viictecdispscedunbeveds esse’ 60 


Kirsch-Blacher Co., Inc., New York City.. 59 


Meyer, Frank C., Co., Inc., Brooklyn, 
Se Es hagas bedebe dusb ive tae coteubves 60 


New York Export Purchasing Corp., New 
We 66 daneeeeskaente een cietetete 60 


Penney, J. C., St. Louis, Mo............. 57 
Posner, Martin & Co., New York City... 60 


Tolman Print, Boston, Mass.............. 59 


HOSIERY SECTION 
Allen A. Company, The, Kenosha, Wis... 68 


Beaton, J. R., Co., Inc., New York City. .56, 88 
Brown-Durrell Co., Boston and New York 69 


Centemeri, P. & Co., New York City..... 80 
Climax Hosiery Mills, Athens, Ga........ 67 


Durham Hosiery Mills, Inc., Durham, 


Oe. Ge We wkvsecspacdesdnhaus cannesee 76-77 
Entwisle, S. I., New York City.......... 87 
Everwear Hosiery Co., The, Milwaukee, 

WU” wats cusevewediieaddetedeetatel 66 


Hirner Hosiery Co., The, Allentown, Pa.. 84 
Holyoke Silk Hosiery Co., Holyoke, Mass. 82 
Hunter Mfg. & Commission Co., New York 
SEE Bi pa detbeteccecctdewss&sbduenckuc 76-77 
Onyx Hosiery, Inc., New York City...... 70 


Palmenberg, J. R., Sons Co., New York 
DOs stvaccdevivsstettesee dc ce eat i. 87 
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| REPCO STRETCHERS= 


Standard Equipment 
In Every Good Shoe Store 


= COMPLETE stock of Repco 
STRETCHERS is a distin¢t asset 
to every shoe store. To have 





2 all sizes of stretchers is al- 
most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 


Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STRETCHERS are carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearest 
FinpinGs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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New findings profits 
Jrom new Repco Brushes and Daubers 


HE new line of Repco Brushes 

and Daubers offers a fine op- 
portunity for additional findings 
profits. 


No shoe store is complete without 
a stock of Repco Brushes and 
Daubers. Customers recognize 
their value instantly and little effort 
is necessary to promote their sale. 


Repco Brushes are made in both the 
stapled and wire drawn types. The wood 
and bristle stock are the best that can be 
put into brushes and are equally good in 
both types, while the wax finish is care- 
fully applied and is lasting. The two types 
differ only in the method of fastening 
the bristle knots. 


For Sale by 
Shoe Findings Jobbers 


Repco Daubers are made only in the 
stapled type. Like the brushes they are 
of the finest stock and finish. 


Repco Brushes are made in six differ- 
ent types. The Daubers are made in four 
different types. 


Show them 
in your 


windows 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 


When writing to advertisers please mention Boot ann SHoe Recorper 
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It Isn’t the Hosiery 
Peddler 


that’s hurting the hosiery business 


There has been a lot of talk 
about the way the back door 
peddlers of hosiery are affect- 
ing retail sales. As a matter of 
fact, in the year just closed. 
American stores 
sold more _ ho- 
siery than in 
any year in 
history. 





tinue its fundamental policy of 
putting ‘into its hosiery all the 
qualities good hosiery should 
have. 

Everwear Hosiery in each size 
contains ail the 
materials it 
should have. 

Size eights are 
not forcibly 





No merchant 
who knows how to buy ho- 
siery is alarmed by the peddler 
bugaboo. 

It’s the merchant who stocks 
the kind of lines that are no 
better made than peddled ho- 
siery who suffers. 

_ Everwear wishes to go on 
record with the pledge to con- 


_. stretched to size 
Size nines are not for- 


nines. 
cibly stretched to size tens. 

We believe that as soon as 
all the manufacturers of 
hosiery for re-sale by dealers 


see the light as Everwear 
sees it, the hosiery peddling 
“racket” will flicker out igno- 
miniously. 


Have you seen the new Everwear 
numbers for Spring? Wire 
or write for samples. 


THE EVERWEAR HOSIERY COMPANY 


Pioneer Makers of Quality Hosiery for Men, Women and Children 
MILWAUKEE, U. S. A. 


© 1926 
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BI- Bi-SpPINNING —has won full recognition 








Quet.y me intto- 
duced Bi-Spun yarns 
into our hosiery for men. 
And we watched the result 
—a result that came with- 
out our talking about it. 


First the trade recognized an 
improvement. Merchants would 
ask, ““What have you done with 
your hosiery? It has so much 
more character than other line;. 
Our people like it a lot, and our 
customers have begun to notice it 
especially.” 

To which we replied always 
with a careful explanation of the 
bi-spinning method, originated by 
this organization, and applied 
only to our goods. A method by 
which the desirable characteristics 
of various fibres are blended to- 
gether to produce a yarn of un- 
usual manufacturing utility. 


And ncw consumers of the 


Cumax Hosiery MILts 
Athens, Georgia 


HOSIERY SECTION 


careful type, who waich the 
goods they buy, are commenting 
quite audibly on “‘that hosiery in 
the blue-and-gold box’ which 
they find not only desirable from 
a quality standpoint, but always 
just a trifle ahead of other lines in 
style. 

Tru-fab merchants know that 
they can keep their hosiery stocks 
up to the moment by means of 
the special 
arrange- 
men *t 
which is 
available to 
t h e m 
through 
our distrib- 
utors. We 
will be glad 
to give you 
the name 
of the 


house near- 
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B1-Spun Hosiery - - for Every Man.... 
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Announcing 


4 new styles of Allen-A Hosiery 


*prtpypere 





Hosiery 


for men, women and children 


Underwear 


Spring needle knit and —_— 
type—for men and boys onl: 


© A. A. Co. 
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Each one of these new styles has a definite sales value in your 
hosiery department. Each can be used with the Allen-A 
sales plan to produce additional hosiery business. Read how. 


Style 3745 
A sensation in the hosiery industry 


To meet the present demand for a longer silk 
boot in a popular price chiffon. Finest quality 
full-fashioned silk chiffon, s2/k all the way to 
narrow four-inch hem. Silk foot. Offers great- 
est value for building repeat business. Com- 
plete color range. Price $14.85 per dozen. 


Style 3790 
Fashioned Chiffons to sell at $1.50 


A full-fashioned pure thread silk chiffon, with 
lisle top. Our regular $1.75 value save for lisle 
foot. The greatest value in chiffon full-fash- 
ioned hosiery. A number that can be used for 
monthly ‘‘house sales,’’ without sacrifice of 
profit. Comes in full range of the newest 
colors. Price $12.00 per dozen. 


Style 3615 


An entirely new development in hosiery 


Made possible only through new refinement 
of Rayon. A real service chiffon weight. Pure 
silk, reinforced with a trifle of fine Rayon. All 
over silk up to 4-inch lisle garter top. Colored 
runstop below the hem. No equal as a $1.00 
retailer. Price permits special 89c sale with 
satisfactory profit. An item to alternate with 
the famous No. 3610. Price $7.75 per dozen. 


Style 3755 


A beautiful, extra sheer service stocking newly 
added to the Allen-A full-fashioned line. All 
silk from top to toe with silk foot and ‘‘inner 
foot’’ of fine lisle. Fine gauge, smooth, 
clean, lustrous fabric. Full range colors. Price 
$17.00 per dozen. 





Now ready for shipment in all newest colors. Ask your 
Allen-A salesman or write direct for samples and colors 


Tue Atten-A Company, Kenosha, Wisconsin 
Branches: 


Chicago, Ill., 231 W. Jackson Boulevard 
Boston, Mass., 86 Essex Street 


New York City, 329 4th Avenue 
San Francisco., Calif., 526 Mission Street 
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THE SCIENCE of OPTICS APPLIED to HOSIERY 


B staal two knit-in lines that spring from the shoe 
top and converge to a meeting place at just the 
RIGHT place on the ankle. 

But what alluring grace they have given —what 
sleek trimness they suggest—what wonders they have 
wrought with women’s ankles. 





















For ‘‘Pointex” conveys the impression of ankle 
gracefulness for the same reason that paralleling ver- 
tical stripes in a dress fabric suggest slenderness and 
paralleling horizontal stripes tend toward rotundity. 


The tapering lines of ‘‘ Onyx Pointex” suggest a 
corresponding tapering of the ankle lines. They carry 
the eye IN. They lend trimness where that quality 
would otherwise be absent. They accentuate grace 
where that quality is naturally in existence. 


No wonder there is an ever-increasing number of 
women who point to the well-known red box behind the 
counter and say, emphatically, ‘‘Onyx Pointex!”’. 


Leading stores everywhere sell the “‘Pointex” styles listed below: 
SILK, WITH LISLE TOP PURE THREAD SILK 


Style 155, Medium weight. . . $1.65 Style 350,Serviceweight ... 
Style 255, Service weight . . $1.95 Style 450, ‘‘ Sheresilk,’’ the finest > $2.75 
Style 355, ““Sheresilk”” .. | , web of silken strands 


Paralleling borizontal 
lines say FAT! 


Paralleling vertical 
lines say THIN! 


But converging TA- 
PERING lines as 
applied to the ankle 
by “‘Pointéx”’ say 
SLENDER GRACE- 
FULNESS ! 


ostery 


“Oni 


aly 


§ Pointex”’ 


REG.U.S.PAT.OFF. 
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Colors to Grow Lighter Again 


in Spring 


Silk Tops Will Be More in Evidence 


resident buyers, whose _ infor- 
mation is derived from the 
orders and the correspondence of 
thousands of hosiery departments 


Jone hosiery, according to 





By CAMILLUS PHILLIPS 


in all sections of the United States, 
fairly bristles with developments of 
importance to shoe retailers who 
aim to conduct their hosiery sec- 
tions in accord with the principles 
of up-to-date merchandising. 

The major factor to be considered 
applies to women’s hosiery, as usual. 
Spring dress fashions provide for 
skirts which shall be 14 inches from 
the ground. 


At first blush—if any blushes 
remain to be blushed anywhere be- 
tween Portland, Me., and Portland, 
Ore., and Lake Saranac, N. Y., and 
Palm Beach, Fla.—this bare state- 
ment reveals less bareness than a 
mere male, innocent shoe merchant 
may imagine. But to buyers expe- 
rienced in the effect of women’s 
outerwear on underwear, not to 
speak of vice versa, a universal 
Spring—and, of course, Summer— 
fashion that decrees the distance of 
14 inches between ground and skirt 
hem entails consequences in hosiery 
which must prove of obvious, ex- 
tremely obvious, importance. 

Women’s skirts throughout the 
Fall and Winter have run 10 to 12 
inches above ground. Throughout 
Fall and Winter, accordingly, the 
great majority of their wearers 
have been able, theoretically at 
least, to save their pennies by using 
silk hosiery with lisle tops. In 
point.of fact, lisle-topped silk hose, 
as discerned by the naked eye 
during field observations, comprised 


some 80 per cent of the tops re- 


vealed by the better half of the 
population. On the other hand, the 
figures for one line of silk hosiery, 
worn by the exclusive classes, allot- 
ted lisle tops to no more than 40 
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per cent of the stockings 
bought by those more par- 
ticular customers during 
October, November and De- 
cember. The deduction may 
be made, with a fair amount 
of certainty, that the 10 to 
12-inch skirt served to camou- 
flage lisle tops for nearly 
four-fifths of the run-of-hose 
wearers and for about two- 
fifths of the women in those 
classes able to afford —or 
anxious to seem able to afford 
—all-silk hosiery. 

The two inches now shorn 
from the skirt length cannot 
fail, in the opinion of hosiery 
buyers, to compel a radical 
change in the hosiery worn 
by women from the time of 
the first showings of Spring 
dresses. While this change 
will have only its beginnings 
during January, it will be- 
come more apparent in Feb- 
ruary, while March must 
bring it into full view, as the 
masses buy and don their 
Spring attire. But these 
dates are liable to be ad- 
vanced by unseasonably warm 
weather for one thing and, 
for another, the hosiery re- 
tailer’s buying must anticipate them. 
Indeed, under conditions of demand 
for silks, as already manifest, he 
should not postpone his hosiery 
buying beyond the current month. 


HAT buying should be done on 
the basis of figures reversed 
from last fall’s buying in the matter 
of tops. The 14-inch skirt may cover 
the knees of the tall woman when 
standing. But the model whose 
height runs 5 feet 6 to 8 inches 
will need all her skill to conceal her 
knees under the 14-inch skirt when 
she is in a sitting posture. So it 
should be a pretty safe bet for 
any shoe retailer now to stock his 
hosiery section with at least 80 per 
cent ladies’ silk-top hose and no 
more than 20 per cent lisle tops. It 
is probable also that demand will 
be strong for hosiery will silk in- 
stead of cotton feet, although not 
in the very high proportion to be 
expected for silk tops. The atti- 
tude toward spring hosiery main- 
tained by specialty shops, those 
direct competitors of the shoe store 
in* this merchandise, may be sum- 
marized in the words of the hosiery 
buyer for a prominent chain with 
large stores in 21 different cities, 
New York included. 
“IT have bought all my Spring 
hosiery,” he declared. “And every 
inch of it is silk.” 
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Fancy imported jacquard lisle sport hose. 
The vertical stripes are in pastel shades. 


Selling well to the Southern trade 


So much for fabric. The next 
consideration is color. Resident 
buyers for department stores, and 
others supplying mass demand for 
hosiery, expect little or no change 
during January from the colors 
taken by the public in December. 
That is because January, no matter 
how fervidly the dress manufac- 
turers try to chuck Spring into 
Winter’s icy embrace, persists in 
its snowstorms. and low tempera- 
tures. But resident buyers point 
out also the advisability of buying 
in January the lighter colors for 
sale when Spring dress models 
come to be actually worn. So 
Spring stocks of hosiery for shoe 
stores can be made up of all-silk 
chiffons, or with lisle feet as pre- 
ferred, in high colors. 


PART from mere opinion, as ex- 
pressed by these expert mer- 
chandisers, the universal trend 
toward light weight, light colored 
silk hosiery for women becomes ap- 
parent from even the most cursory 
r view of consumer buying through- 
out the fall and winter months of 
1925. These hosiery statistics, inci- 
dentally, are in perfect agreement 
with the tendency to high colors in 
every item of outerwear for women, 
from frocks to furs. 
Early in October, women’s silk 
hosiery ran 90 per cent colors and 
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only 10 per cent black, as 
compared with 84 per cent 
colors and 16 per cent black 
in October, 1924. Late in 
December, 1925, colors ran 
91 per cent and black only 
9 per cent, whereas late De- 
cember in 1924 showed colors 
no more than 76 per cent 
and black 24 per cent. In 
view of the fact that Decem- 
ber consumer buying, whether 
for gift or other purposes, 
applied to hosiery taken for 
immediate wear—i. e., strictly 
mid-Winter wear—the use of 
colors in 91 per cent of the 
silk hose taken by women 
evidences their complete and 
definite disdain of all consid- 
erations applying to hosiery 
except one— fashion. Com- 
fort has not been sacrificed, 
but its retention has been 
due, not to woman’s reluc- 
tance to forego it, but rather 
to man’s inventiveness in 
keeping her warm in spite of 
herself. 


‘\ HEER hosiery sold 33 per 
cent as against 56 per 
cent in regular weights at the 
close of 1924. It sold 47 per 
cent as against 46 per cent regular 
at the close of 1925. Other strand 
numbers amounted to 7 per cent in 
1924 and to 11 per cent in 1925. 
Thus, today we find women con- 
fronting the Winter’s  bleakest 
month with more legs apparently 
uncovered to January’s icy blasts 
than are defended by service hose. 
But the near-nakedness is an illu- 
sion in many instances, for under- 
hose covers a multitude of shins. 
But not all, by any means. And 
most hosiery buyers agree that, 
underhose or no underhose, the pro- 
portion of sheer merchandise worn 
this Winter would have been just 
about as great. The thing to be 
kept in mind in Spring buying is 
that chiffons will be called for to 
the exclusion of all but the merest 
fraction of the February and March 
demand. 

The resident buyers’ forecast of 
December colors for January wear 
gives prime importance to the color 
demand during the latter portion of 
the month just ended. In chiffons 
the change in color leaders came 
after December’s first week, when 
rose taupe was favored above all 
others. By the middle of the month 
grain advanced from third place to 
first and held its lead thereafter. 
Rose taupe, reduced to second posi- 
tion, stayed there. Beige, rising to 
third from fourth place, exchanged 
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positions with cannon—the gun- 
metal shade in chiffons — which, 
now fourth, preceded French nude, 
for some weeks unmoved from fifth 
rank. Dark gray, in sixth place, 
likewise held its own, as did flesh, 
black and Piping Rock, respectively 
seventh, eighth and ninth. 

There were only minor shifts in 
position among the other shades, 
except for atmosphere, which fell 
back from tenth to fourteenth, and 
reindeer, which advanced from 
twenty-second to eighteenth. Se- 
quent after Piping Rock in favor 
came sandalwood, Medici gray, rose 
gray, gravel, atmosphere, silver, 
almond, cinnamon, reindeer, toast, 
mauve, gold, white and zinc. 

Regular weight silk hosiery, being 
distinctively the weight worn by 
matrons, conservatives and non- 
flappers among the girls, showed at 
the end of the year a color series 
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only a little more consonant with 
Winter service requirements. Black, 
which moved up front after Decem- 
ber’s first week, continued to lead, 
and beige, which it displaced, re- 
mained second. Grain, now the 
leader in the chiffons, took third 
position in service hose and held it. 
There was very little change in the 
order of the other colors which, 
with the close of the year, ranked 


thus: Dark gray, French nude, 
Medici gray, Piping Rock, gun- 
metal, sandalwood, rose taupe, 


gravel, zinc, flesh, rose gray, white 
—for evening wear, like silver in 


the chiffons—cinnamon, reindeer, 
almond, atmosphere, champagne, 
toast, acorn and bran. The inter- 


esting phase of this service weight 
color chart is that, apart from 
black’s normal prominence and rose 
taupe’s recession, the most popular 
colors are identical with the favor- 
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ites in chiffon — beige, grain, the 
grays, French nude, Piping Rock 
and gunmetal. 

The hint to the shoe store hosiery 
manager is to dress January win- 
dows and display cases accordingly 
—with some few blacks in regular 
weight hose and, in chiffon as well 
as in service goods, with beige, 
grain, grays and the other leaders. 

Just a word or so about wool 
fancies: If you ask resident buyers, 
or buyers for national chains of 
specialty shops, they will be unani- 
mous in declaring that wools for 
women are deader than hoopskirts. 
But if you ask me, I’ll say that one 
eyeful is worth a dozen say-sos. 
Walk Fifth Avenue, Forty-second 
Street or Broadway in New York 
City any day of the week without 
blinkers but, of course, in a purely 
commercial spirit, and look at the 

[CONTINUED ON PAGE 87] 


He Broke the “Endless Chain” 


ST. PAUL footwear man has 
Z met the challenge of the end- 
less chain hosiery people and beaten 
them at their own game. It was 
not exactly with the idea of 
giving the perpetrators of 
this trade scheme a run that 
Fred M. Gruell, manager of 
the shoe and hosiery depart- 
ment of Husch Brothers, put 
over his stunt. But it had 
that effect, among others. 

On a day selected he 
moved his several rows of 
shoe fitting chars over into 
the hosiery section, took 
the tables from there and 
more than enough to make 
an even dozen over into the 
more spacious shoe section 
and arranged 12 different 
displays of hosiery accord- 
ing to colors on them. 
Cards on each table told the 
story: 1 pair of $1.95 value 
at $1.55; 3 pairs for $4.50; 
6 pairs for $8.50 ($1.41 
each); 12 pairs for $16.50 
($1.40 each). 

The public had been pre- 
pared by 8-in teaser ads two 
days before and 65-inch ads 
in the daily papers the day 
before. In addition five 
large display windows were 
filled with hosiery advertis- 
ing the special proposition. 
The afternoon before the 


Here’s How 


sale five girls called hundreds of the 
regular customers of the store and 
told them what was coming off. Sev- 
eral hundred orders were booked in 





Light weight wools, jacquard weave, in a 
variety of extremely attractive color com- 


binations for golf and sport wear 


this way before the doors 
opened. 

Three features of the advertising 
were that the quantity prices were 
displayed as largely as the 
price per pair an offer to 
exchange stockings where a 
full order of a color could 
not be filled any time up to 
Christmas, and a suggestion 
that woman club together to 
take advantage of the offer. 
This later proposition is the 
one by which Mr. Gruel! 
cracked the endless chain 
scheme. 


were 


On the bargain day, the 
women came in in droves. 
In addition to the two reg- 
ular girls, he put on 21 
saleswomen. He did two 
and a half times as much 
business as on the biggest 
previous day in the history 
of the department. 

He realized a satisfactory 
profit, besides getting the 
cumulative effect of creating 
a stir. Advertising cost him 
eight per cent and selling 


cost was three per cent. 
Naturally the single and 
®  three-pair offers were most 


popular, but more than 20 
per cent of pairs sold went 
out in dozen lots. To top it, 
shoe sales increased. 
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A’ Word Picture of Hosiery Ads 


Phrases and Sales Arguments Which You Can Adopt 
or From Which You May Get a Good Idea 


“One of the beauties of a 
windy day is the fact that 
it advertises Walk-Over Silk 
Hose for us!” quotes the 
Walk-Over Boot Shop, Grand 
Rapids. 

* * * 

“A charming array of silk 
stockings in the newest 
tones” at Pedemode Shoe 
Store, Fifth Avenue. 

* * * 


“Silk Chiffon Hose in the 
new evening shades that em- 
phasize the beauty of dance 
slippers,” quoted by Man- 
del’s, Los Angeles. 

* * %* 


“Spuntex Silk Stockings 
with lisle reinforcements are 
quality hose—top to toes,” 
quotes Robinson Shoe Co., 
Kansas City. 

* * %* 

“The dependable stocking! 
It is so well made—with its 
medium weight quality silk 
and lisle top and foot, that 
I. Miller can well recommend 
its serviceable wear,” quoted 
by I. Miller Stores, Roch- 
ester. 

* *% * 

“Exquisite hosiery —and more! 
‘Hahn Special’ hosiery is not only 
perfect, full fashioned» beautiful— 
but every pair bears our written 
insurance policy guaranteeing satis- 
faction or a new pair without cost.” 
the Hahn Women’s Shop, Washing- 
ton, quotes. 

* * * 

“You just know she wears them. 
Think of a McCallum Silk Stocking, 
medium in weight, with lisle top and 
foot and superlative in its flawless 
silken texture at such a decidedly 
popular price,’”’ quoted by Haddon’s 
Grand Rapids. 

* * * 

“Silk hose with free dyeing ser- 
vice,” at Petot Shoe Co., Louisville. 
* * * 

“The famous Vanitie lustrous silk 
stockings in the season’s newest 
shades,” quotes Gould) Lee & Web- 
ster, Rochester. 

* * * 
“The Home of Hosiery, too,” at 
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An unusually handsome display of men’s sport 
hose in the window of the R. H. Fyfe & Co. 


store in Detroit. 


Bullock Shoe Co., Montgomery. 
* * * 

“Pigeon silk hosiery, made of pure 
thread silk—in just the proper 
weight. Reinforced where the wear 
comes,” quoted by Laird, Pittsburg. 

* * * 

“Run proof — garter proof — toe 
proof — heel proof. Ever lustrous 
silk in all wanted shades to match or 
contrast with costume or shoes,” 
quotes Miller Shoe Co., Kansas City. 

* * * 

“Hosiery to harmonize,” quotes 

Hanan & Son, New Orleans. 
* * * 

“Smart hosiery. All brand new— 
all wanted shades,” quoted by F. W. 
Dabney & Co., Richmond. 

* * * 


“Gauzette All-over Silk Chiffon 
Hose. Clear, sheer full fashioned 
hose, silk from hem to toe and your 
choice of colors,” quotes Kann’s, 


Washington. 
* * * 


“A new silk stocking introduced 


today, Eastwood Genesee, 
pure Japanese silk with lisle 
top and foot,” quoted by 
Wm. Eastwood & Son Co., 


Rochester. 
* * * 


“Beautiful shoes deserve 
hosiery of equal loveliness 
and so in the shops of I. 
Miller one selects stockings 
of shimmering silk or filmy 
chiffon in fascinating shades 
to harmonize,” quoted by I. 
Miller, New York. 

* * * 


“Spuntex pure thread silk 
stockings. All wanted col- 
ors,” quotes Robinson Shoe 
Co., Kansas City. 

* * * 

“ Appropriate hosiery,” 
quoted by T. E. Mosely Co., 
Boston. 

* * * 

“Our hosiery is carefully 
selected—the best we can 
get in the grades we carry— 
small stock—quick turnover 
—all new shades when they 
first come out,” quoted by 
Ida L. Baldwin, Wilmington. 

* * * 


“Wise service hose. They wear 
extra well,” quotes Wise Shoe Co., 
New York. 


* * * 


Silver Star Hose,” at Miller Shoe 
Company, Kansas City. 
* * * 

“There’s beauty and economy in 
our exclusive La Bonita fine silk 
hosiery for women,” quotes Frank 
Brothers, New York. 

* * * 

“Proper chiffon hesiery,” quoted 

by Frank More, San Francisco. 
* * * 

“In our hosiery department we 
offer such brands as Holeproof, 
Hand-Knit, Eiffel, Marshall Field. 
Fully guaranteed as to perfection, 
quality and style,” quotes the Elite 
Shoe Co., San Antonio. 

* * * 


“Our hosiery section offers you 
the newest there is,” quotes Baird 
Bros. Shoe Co., Shreveport. 

* * * 


and clear — beautiful 
[CONTINUED ON PAGE 83] 
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(Good Hosiery Window Displays 


Ideas Which Have Proved Successful and Which 
Can Be Used Again 





A full-length display of hosiery right 
out front in this window. The shoes 
are shown on a level with the tops 
of the stockings. Have you seen a 
window in your town like this? If 
not, copy the idea. Be different. It 
pays, particularly in a community 
where price is a factor. 





Here is a window which excels for central- 
ization of attention. The shoes and the hose 
together. The association of ideas is com- 
plete. The window furniture has been placed 
to give the hosiery a chance and yet not 
detract from the shoes. Apply this to your 
own window. It will: give it the earmarks 
of quality.. And it is an inexpensive ar- 
rangement—easily achieved. A decorative 
screen background could be added if desired. 


PECIALIZATION isn’t the best thing in the world. It is too 
S conducive to the development of the one track mind everyone likes 
to sidestep. The department store gets its heavy traffic from diversified 
lines. The heavier the traffic the greater the sales. 

Applying this A. B. C. logic to the shoe store brings out into the 
open hosiery, buckles, shoe polishes, shoe trees, etc. to diversify the 
lines and thus develop in the shoe store some of the department store 
interests. The thing is so simple and obvious that all we can do here 
is point out what other merchants do in displaying their hosiery and 
what they say about this added source of shoe store income. 

The RECORDER is always glad to publish things that will be helpful 
to other merchants, but many windows do not show hosiery. This 
means that there is a wonderful field of opportunity going unde- 
veloped. There isn’t a town in the United States in which one or more 
merchants could not report their overhead being taken care of by 
the hosiery department. Give hosiery a chance. 


Perhaps some merchants have diffi- 
culty in keeping “stiffness” out of 
their hosiery display. Here is a little 
thought that is a paragon of sim- 
plicity and freedom. Use this method 
in a window of simple composition. 








We 





ape: 
ja % 


For the inside wall 
display—a series of 
shelves. Too many 
carton ends get 
monotonous. Get your 
cabinet maker busy. 


A unique handling of 
an old idea. The very 
shape attracts atten- 
tion. Good selection 
of hosiery will pro- 
vide colorful display. 
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Two SALES IDEAS 





—Now BEING ADOPTED BY WELL-RUN 
WHOLESALE ORGANIZATIONS 
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SALES AGENT - HUNTER MFG. ®& COMMISSION CO. - 


(1) “Have what your customers want” 


A trade-winning range of styles and colors. Keep stock 
investment down and turnover up by concentrating on 
hosiery of outstanding salability. 


(2) “‘Have it when they want it”’ 


Keep stocks free of costly gaps that lose business and destroy 
profits. Complete stocks assure superior service — your 
answer to the canvasser and other forms of competition. 


Te two fundamental laws for winning and hold- 
ing trade are today practised by the more successful 
hosiery retailers. Earning records of the few stores that 
actually put these ideas into effect prove their value. 


The progressive wholesaler is now adopting these 
same two ideas. He is developing his service to match these 
retail requirements. The progressive wholesaler can thus 
help you apply these principles in operating your store 
on a more profitable basis. 


That is why the new Durham Sales System is built 
around the wholesaler. One wholesaler in each trade 
area serves as the cornerstone of this System. He makes 
available to selected retailers its five vital advantages. 


DURABLE-DURHAM 


MADE BY THE WORLD'S LARGEST PRODUCERS OF DEPENDABLE HOSIERY 


“SELL IT AS A LINE” 


58 WORTH ST., NEW YORK 
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Atlanta Merchants Try the 


House to House Game 


Employ Canvassers and Put on a Campaign in 
Opposition to the Professional 


HE best way to quench a fire, 
so they tell us, is to pour water 
on it. 

And that, in a sense, is what a 
group of well known clothing mer- 
chants in Atlanta are doing to 
quench the fires of ambition that 
may burn in the breasts of house to 
house canvassers. 

Briefly, they are beating these fel- 
lows at their own game, so to speak, 
is this group of Atlanta clothiers, 
and the result is that they are mak- 
ing their city an increasingly un- 
profitable field for those who aspire 
to make their living—and perhaps 
something else besides—by 
selling their wares from house 
to house. 

Atlanta, being the second 
largest city in the South, the 
logical commercial center of 
the district, a city of many 
and substantial homes: natur- 
ally became the mecca, as it 
were, for those house to house 
canvassers whose field com- 
prised that portion of Dixie 
in which Atlanta is located. 
By the dozens, by the scores, 
one might even go so far as 
to say by the hundreds, they 
came to Atlanta and proceeded 
to take business away from 
the local merchants to whom 
it logically belonged—thou- 
sands and thousands of dol- 
lars worth of it, as a matter 
of fact. And one of the prin- 
cipal things these canvassers 
have been selling in the 
South’s Gate City has been 
hosiery, thousands of pairs 
of it. 


OW, when only a few 
canvassers are working 
in a city the size of Atlanta 
the inroads they thus make 
into the business of the local 


Issue of January 2, 1926 





Bell-Ringers 
By HAROLD F. PODHASKI 


retail merchants is scarcely sufficient 
to cause these merchants any great 
amount of concern, but when these 
few are multiplied by dozens more, 
most of them, it must be admitted, 
fairly good salesmen and_sales- 
women, their collective sales reach 
a total of somewhat staggering pro- 
portions, sufficient to not only have 
a serious effect on the gross volume 
of hosiery business by the retail 
merchants in the city, considering 
them as a whole, but undoubtedly 
large enough to make serious in- 
roads into the hosiery business and 


Our old friend, the diamond, used in a 
new way in a jacquard woven men’s golf 
hose. Imported by Krueger Tobin. 





each and every individual merchant 
in the community. 

For instance, let’s suppose the 
canvasser sells the hose for $1 per 
pair, that his commission is 20 per 
cent, and that his average daily in- 
come resulting from commissions is 
$4, certainly a conservative esti- 
mate, for most canvassers will 
make a great deal more for them- 
selves than this. But to make $4 
for himself he must sell twenty 
pairs of hose per day, or 120 pairs 
per week, or about 500 pairs per 
month. Then suppose there are fif- 
teen of these canvassers working in 
the city, also a conservative 
estimate for a city the size of 
Atlanta. If these fifteen can- 
vassers average net earnings 
in commissions of only $4 
daily for each one of them, 
this means they are selling 
about 300 pairs of hosiery per 
day, some 1800 pairs weekly, 
or about 7000 pairs per 
month. At $1 per pair this 
is $7,000, and thus we see that 
fifteen canvassers are taking 
away from the merchants of 
the city $7,000 worth of busi- 
ness per month, a conserva- 
tive estimate as stated above, 
for the simple reason that 
there are very few canvassers 
who will not average daily 
earnings of more than $4 for 
themselves. 

This, then, was the situa- 
tion with which the merchants 
in Atlanta were faced, so they 
decided to beat these canvas- 
sers at their own game, to 
employ canvassers themselves 
to solicit for hosiery business 
on a house to house basis, the 
deliveries to be made to the 
customer through any one of 
the six local merchants who 
were taking part in the cam- 














r 








Boot and Shoe Recorder 


HOSIERY SECTION 


79 








Different patterns in children’s socks and 
made of various yarns. Shown by courtesy 
of Brown Durrell. 


paign. In other words: buying from 
these canvassers the man or woman 
who made the purchase could secure 
the merchandise from their own 
favorite local merchant, whereas 
buying from the average canvasser 
they purchased from a firm they 
knew little or nothing about. It is 
easy enough to see where the prefer- 
ence of the purchaser would lie. Ob- 
viously he, or she, as the case may 
be, understands that the local dealer 
has a reputation to uphold, that he 
must needs sell quality merchandise 
at a reasonable price if he would 
continue to exist, which is scarcely 
true of the outside concern. And this 
being so, here indeed was the water 
that would assuredly serve to 
quench the fires of ambition in the 
breasts of the outside canvassers, by 
making the city of Atlanta an un- 
profitable field for them to work in. 


HE idea of combating the house 

to house canvassing evil in this 
manner originated with Lewis C. 
Adler, one of Atlanta’s best known 
clothing merchants, and incidentally 
it might be added, president of the 
Atlanta Retail Clothiers’ and Fur- 
nishers’ Association; and Morris 
Eisman, head of the Eisman Cloth- 
ing Co., secretary and treasurer of 
the same organization. All of the 
stores taking part are well known 





i OE 


Men’s wool 


merchandising establishments of the 
city, long in business in Atlanta, and 
well and favorably known to the buy- 
ing public, which comprises the lever 
that swings the canvasser business 
to them in preference to the outside 
concern, as is quite natural. In ad- 
dition to the Lewis Adler and the 
Eisman store: other firms included 
in the campaign are the Parks- 
Chambers-Hardwick Co., the George 
Muse Clothing Co., the Pollock and 
Berg Clothing Co., and the Carlton 
Shoe and Clothing Co. 


HE canvassers used by the At- 

lanta merchants are mainly col- 
lege boys attending the different 
educational institutions in the city, 
ordinarily boys who are working 
their way through school, and thus 
as efficient a type of salesmen as you 
could ask for because such chaps are 
possessed of ambition, and ambition 
is half the game. 

It is doubtless just about as effec- 
tive a method as could well be de- 
vised for stifling the competition of 
house to house canvassers in any 
given community. Nor is the plan 
costly, as it might seem to be at 
first thought, for sufficient is added 
to the selling cost to cover the can- 
vasser’s commission and any other 
incidental expenses. On the other 
hand, the sales do not net the mer- 





sport hose with vertical jac- 
quard stripes in pastel shades on a back- 
ground of white. 


chants any profit to speak of. for 
they are trying to sell a high quality 
of merchandise at a lower price than 
the outside canvassing concern, and 
to do so, of course, must cut off their 
own profits. But it is not profit they 
are looking for. The purpose of the 
plan is to make Atlanta unprofitable 
as a field of endeavor for outside 
concerns selling house to house, and 
as any one can easily enough see it 
is bound to accomplish that result. 


FFORTS are now being made to 

adopt a similar plan in the 
ladies’ hosiery departments of a 
group of the Atlanta department 
stores, and the coming year the 
effort to beat the canvassers will 
therefore very likely be still further 
extended. 


New Shoe Stores 


Barney Shoe Stores, 5628 Broad- 
way and 5111 St. Clair Avenue, 
Cleveland, Ohio. 


Alfred J. Ruby, Inc., Detroit, 
Mich. (will open). 
Thompson Shoe Store, Davis 


Building, Russellville, Ky. 

J. D. Wall, Floydada, Tex. (shoe 
department). 

Edward Roth (Roth’s Bootery), 
276 Brook Avenue, New York City. 
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=—OR over half a century, P. Centemeri & Co. 
i have been building “good will” among the 
women of this country. 





This “good will” is such that women actually seek out the store 
that carries any product branded with the Centemeri name. 


Link your good name with ours during the coming year so that 
your hosiery department may enjoy the national popularity of 
Centemeri Full Fashioned Silk Hose. 


Our new Spring color card will give you the latest ideas in colors 
—ask for it. 


We carry a large hostery stock in the latest 
range of colors for immediate delivery 


C900—A popular selling hose (semi-chiffon), full fashioned with lisle top, per doz..$12.50 
C700—Medium weight service hose, heavier than C900, full fashioned with lisle top, 
SR. cohiaicis cicicals ae ein ere euler ait GS Cand TERA ENTER ENE He HESS OFS 13.75 
C500—42 gauge chiffon, full fashioned with silk plaited sole and lisle top, per doz.. 15.00 
C400—Heavy weight, 42 gauge, full fashioned with lisle top, per doz.............. 15.85 
C600—42 gauge chiffon, silk from toe to top. Top reinforced on inside with lisle, 
TES. ds ag herd ne Ree then sd oss Peale aie Pema tae ee a0 sobs T8GS SOE 16.50 


Orders shipped promptly. Terms 2% ten days or net 30 days. 


P. Centemeri & Co. 


(Manufacturers of the Famous Centemeri Gloves) 
Grenoble, France 


334 Fourth Avenue New York 
“Buy Centemeri Hosiery and Be Safe” 
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NEW YORK 


Black hosiery received a tremen- 
dous boost during the holiday peri- 
od—in service weights far outselling 
any other single color. This was to 
be expected, since many pairs of 
gift hosiery were bought by those 
who had little or no idea of the re- 
cipient’s cvlor preference. In such a 
case, black was the usual choice of 
the gift purchaser. 

However, even in service weights, 
black formed but about 10,per cent 
of the total hosiery sales through 
the month of December, according 
to those who keep close check on 
colors. The bulk of business was 
done on the light tan shades which 
have predominated for some time. 
In volume, beige sold next to black, 
with other light tan shades running 
close behind. Gray and gunmetal oc- 
cupied places a little further down 
the list. In service weight, 
gunmetal appears to be grow- 
ing stronger. The color that is 
making the most rapid prog- 
ress and which is expected to 
jump well to the front is vari- 
ously termed sandalwood or 
Bois de Rose. 

In sheer weights the Bois 
de Rose shade came near lead- 
ing the list in the opinion of 
most retail merchants here. 
At any rate, the light rosy 
tan shades were the best sell- 
ers, with the dark gray and 
gunmetals trailing and black 
well down on the list. 


Pon 


as 


DENVER 


The best selling colors in 
women’s sheer hosiery in Den- 
ver during the holidays were 
all shades of gray, nude, 
blonde, blue fox with dark 
colors commanding a _ very 
light sale in comparison. Very 
little black hosiery was sold 
during the holidays, and sheer 


HOSIERY SECTION 


was of extremely bright colors such 
as red, green, or the like. 


CHICAGO 


Color demand in sheer and service 
weights pretty much the same. 
Quieter shades in service weights 
such as beige, rose, taupe and brown 
favored. Nude, ecstacy and fascina- 
tion in sheer weights running great- 
est popularity. Rose taupe and flesh 
shades, nude and beige follow. Black 
and gunmetal not heavy favorites at 
present time, even for staples. In 
lower grades under two dollars, flesh 
and rose taupe most popular. Above 
two dollars in sheer goods light 
shades most popular—ecstacy and 
fascination leading. 


ST. LOUIS 


beige or ecstasy lead all 


Rose, 





hosiery was the big seller, (7) >7 = 


there being few service 
weights sold during the 
Christmas buying. Practical- 
ly none of the hosiery sold 





At the right, a printed pattern; in the 
center, silk and lisle; at the left, a light 


weight wool—all children’s hose. 
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other colors in Christmas hosiery 
volume. This applies to both sheer 
and service weight. In sheer effects, 
mauve taupe second, gunmetal third. 
While gunmetal showing created 
comment, many believe that thirty 
days will find it dead. In service 
weights, rose beige leads with black 
and gunmetal second. Black showed 
up well because of neutral color, but 
reports indicate that those given as 
gifts were returned in large quan- 
ties for shade desired by those re- 
ceiving them. Gray bought enthusi- 
astically. Moonlight, a recent color 
with greenish cast, was new note de- 
manded. Seventy-two per cent entire 
volume sold was sheer, while remain- 
ing 28 per cent was other novelties 
and service weight. 


SAN FRANCISCO 


The gray shades, gunmetals, rose 
beige, rose taupe, ecstasy and 
mauves were the leading sell- 
ers in both chiffons and ser- 
vice weights during the holi- 
day period, but buyers were 
surprised with the continued 
heavy demand for flesh, nude 
and almond tones. Purple 
Sage was very strong in chif- 
fon, with moonlight and sil- 
ver representing best evening 


shades. Chiffons lead sales. 
, Darker grays almost dis- 
4 placed black for gifts for 


older women this season. 


Colored Kids Bring 
Hosiery Problem 


The expected vogue of 
colored kid shoes for spring 
will bring a new problem to 
the hosiery salesman. Women 
will want to know what color 
hose to wear with the colored 
kid combinations. The safe 
rule is for the hosiery to be 
lighter than the shoe. At- 
tempts to exactly match the 
shoe fail in most cases. 
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This Picture 
Reflects the 
Growth of 


HOLYOKE 
SILK HOSIERY 


These three full stories 
added to our original build- 
ing built but four years ago 
will enable us to better 
serve the many stores who 
wanted more HOLYOKE 
SILK HOSE than we could 


deliver. 


This new 3 story addition will 
be in operation on or about 


February 28, 1926. 





olyoke 


SILK HOSIERY 


Prepare Early for Spring and Summer 


The new hosiery colors for next season 
are more charming than ever—especially in 
the superbly rich quality of HOLYOKE 
merchandise. 

Already the advanced demand is greater 
than we have ever known and even with our 
enlarged capacity it will surely be advisable 
to plan your requirements ahead. 

Your customers will be particularly de- 
lighted with our extra sheer chiffon hose 
which are known for their unusual dura- 
bility as well as their beauty. 


Jolie Sih Moiery Co 


358 Fifth Ave. 
NEW YORK 


453 Washington St. 
BOSTON 








If you do not sell hosiery 
you are missing an oppor- 
tunity for extra profit in 
your business. If you do 
sell hosiery and do not 
carry Holyoke you are 
making just as big a mis- 
take. 


Holyoke 1s considered a 
standard by the leading 
shops in the country and 1s 
carried by 16 shops on 
Fifth Ave. alone. This 
shows the esteem with 
which Holyoke Hosiery is 
regarded by the merchants 
who cater to the exclusive 
trade. 


There is real profit in 
Holyoke, because it is 
hosiery that does not come 
back—sold to customers 


who do. 


Holyoke Hose Comes Boxed in Three Pairs So Your Order May Be Large or Small as You Wish 
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Ms. Faat Hosiery Co 


Stock No. 6/bo 


Style A 


Cost 66% | 





Tlescription © Aft Juacy - blue and fray 


Sell fi 00 


Profit 33/9 
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By John B. Walden 


Manager, Crosby Bostonian Store, Beston, Mass. 


HE drawing above represents 

my idea of all that the average 

shoe store needs in the way of 

records for the hosiery department. 

In working it up, I had in mind that 

I needed a system which would tell 
me: 

Where I bought my hosiery, 

What I paid for it, 

What I sold it for, 

What profit I made, 

What sizes and in what quantities 
I bought—and when 

What sizes I sold, 

When and on what sizes I should 
re-order, 

Amount of stock on hand at the 
end of each day. 

My problem, of course, is simpli- 
fied by the fact that I handle only 
men’s hosiery, but the principle of 
this system can be applied equally 
as well to women’s or children’s or 
all three. 

As I see it, this system will work 
excellently well by using standard 
size, 5 by 7 filing cards. In my 
store I give each style a letter, en- 
tering the date and amount received 
in the proper columns. At the left, 
the number of pairs per size are 
entered, just as is the custom in 
shoe stock records. The right-hand 
side of the card is ruled off with 
31 horizontal lines representing the 
days of the month. From my sales 


slips at the end of the day I make 
my entries on these cards. On the 
left-hand side of the card I cross 
off the pairs sold by sizes. On the 
right-hand side I enter total sales 
for the day and the balance of pairs 
on hand. 

For my own purposes I find it 
easier to total my sales as I go 
along. 

For instance, the record above 
shows that I sold two pairs on the 
first day of the month and two the 
second. Totalled, this gives 4, which 
is the number entered. This makes 
it easier for me to get my sales total 
at a glance without having to add 
up the column every time I want 
to know where I stand. 

Many retail shoe merchants also 
have an order book, but I have 
found this unnecessary as, if I am 
re-ordering on an old style all I 
have to do is to pin my carbon of 
the order to the back of the card 
which bears the records of that 


style and keep it there until the or- 


der is received. 


On the other hand, if it is a new 
style which is going into my stock 
for the first time, I make out a new 
card and pin the order to it. Then, 
when the merchandise is received, 
I make my proper entries of sizes, 
etc., and file the. carbon of my or- 


der in my permanent file. 
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A “Word Picture”’ of 
Hosiery Ads 


[CONTINUED FROM PAGE 74] 


shades.” Pocock-Wolfram, Cleveland 
quotes. 
* & * 

“A perfect wealth of the newer 
shades of Hosiery is on display,” 
quoted by Verner, Pittsburg. 

* * * 

“Lustrous chiffons of cobwebby 
fineness. Silk tops! Silk toes! 
Shown in all the rare shades of the 
season,” quoted by DeArcy’s Boot 
Shop, Des Moines. 

* * * 

“Where the new shades in femi- 
nine hosiery are shown first,’’ quotes 
Walk-Over, Buffalo. 

* * * 

“Hosiery of the better kind. Our 
line of hosiery embraces all the new 
shades to match your footwear,” 
quoted by Patton, Tilman and Brice, 


Greenville. 
* * * 


“If you were describing a new 
acquaintance to a friend and said: 
‘She wears .Walk-Over Silk Hose,’ 
you wouldn’t need to say anything 
else about her clothes. One would 
just know she was well dressed,” 
quotes Walk-Over Boot Shop: Grand 
Rapids. 


-J8ue O 


if January 2, 1926 











84 HOSIERY SECTION Boot and Shoe Recorder 


‘aA > 
US Announcing anew Lirner pate 
= to retail at 
















































AYON and Lisle, when skillfully com- 
bined, will produce as fine looking and 

as hard wearing half hose as your customers 
could wish for. 
We have been experimenting, and have at 
last produced with painstaking care, a half 
hose which will come in a wide variety of 
color combinations and in a pattern which 
will appeal to the popular taste. 
The Lisle gives the wear and the Rayon adds 
smartness. 


Be the first in your community to show this 
new Hirner creation—at a popular price. 


AOC” 
Style No. 800 


Rayon and lisle, in four color combinations 


Price $8.00 per dozen 
Color swatch card gladly sent on request 


Style No. 800 
Illustrated 






HIRNER HOSIERY CO. 


MAIN OFFICE 


ALLENTOWN, PA. 


Manufacturers of the famous Hirner Foot Hose—‘‘Built Like a Shoe’’ 
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Every Customer a Hosiery Prospect 


How One Dealer Builds and Holds a Good Hosiery 
Trade by Giving It the Attention It Deserves 


T the home of the Elite Quality 
A Shoe Company of San An- 
tonio, Texas, not only is the 
shoe business good but hosiery, also, 
enjoys a brisk trade. In fact, it 
can be stated that the greater part 
of the people who buy shoes at the 
Elite Quality Shoe Company also 
buy hosiery. This is due to a great 
extent to the ability of the hosiery 
department manager, Miss Snow- 
flake Smith, whose courteous con- 
sideration of every patron has done 
much to create that pleasant atmos- 
phere which the store enjoys. 

Like many stores, the wrapping 
counter and the hosiery department 
are so closely allied that their very 
positions suggest hosiery to the shoe 
customer. But further than this, 
Miss Smith uses that opportunity 
when the customer is waiting for 
the package to suggest something 
in hose, or to suggest some new pat- 
terns which have just been received. 

These two points are brought out 
in dealing with every customer. If 
the patron is new to the store, it 
is suggested that she look over the 
lines of hose carried in stock and 
acquaint herself for future refer- 
ence. Miss Smith does 
this while the package 
is being wrapped, and 
in such an entertaining 
manner that the cus- 
tomer becomes really 
interested and often 
makes a purchase at 
that time. 

If the person is a 
regular patron of the 
store, Miss Smith offers 
to show some of the 
new lines which are 
constantly being re- 
ceived and this little 
suggestion has its effect 
in creating more busi- 
ness. 

“I think one of the 


big things in selling 
hosiery and selling it 
successfully,’’ Miss 


Smith stated, “is to be 
prepared before the 
customer reaches your 


By B. C. REBER 


counter. For example, a lady may 
be buying a pair of shoes for her 
little girl. If the hosiery salesman 
is on the alert, it is easy to suggest 
that some hosiery would look nice 
with the new shoes. This will sell 
at least one pair in nearly every 
instance. 

“If a young lady is buying shoes, 
she will want something in the 
latest style, and something which 
will help to set her shoes off to 
a good advantage. Whenever such 
a customer comes in, I get a few 
attractive pairs ready, and as soon 
as they have purchased their shoes 
I show them the pairs I have 
selected to match. This will sell 
nearly every time also. 


aie F course, they don’t always 

buy, and then you have to be 
ready to get their attention anyway. 
If you have a pair or two and appear 
to be busy draping them, or check- 
ing in a new lot, it will often attract 
their attention. Then, if they hesi- 


tate, you have an excuse for offering 
to show them some hosiery. 

“We carry only the best lines of 
hosiery, not a single pair of seconds 





While it does not show clearly in this photograph, 
hosiery is given a very prominent position in these 
windows of the Elite Quality Shoe Co. of San 


Antonio, Texas. 


being in stock. I think it is an 
excellent practice, for you can show 
a customer any pair with positive 
assurance that it will give satisfac- 
tion. Then, too, it may take a little 
more salesmanship, but if you sell 
a customer a good pair of hose, it 
will be much better for all con- 
cerned in the end than as if you 
sold price. 


66 LWAYS, I study the customer. 
Every individual is different, 
and consequently you must use dif- 
ferent ways of approaching them. 
Some ladies are very grateful if 
you help or advise them in the 
selection of their hosiery, while 
others feel it is a _ reflection on 
their intelligence. For this reason, 
it is best to let the customer take 
the initiative until it is known what 
sort of person you have to deal with. 
“However, most people like to be 
friendly, and any salesman who 
endeavors to make friends with the 
customers and makes a sincere effort 
to treat them with every considera- 
tion will be repaid by creating 
satisfied customers. By putting a 
little good will behind your selling, 
the sale will prove much 
more lasting than as if 
it were a mere commer- 
cial transaction. 
“Arrangement of the 
stock has much to do in 
helping the sale. If a 
customer inquires for a 
certain shade, and it 
can be brought out at 
once, the interest is not 
lost. However, if it is 
necessary to grope 
around several moments 
before the right box is 
found, the customer be- 
comes impatient, loses 
interest, and very often 
decides not to buy. 
“The mere fact that 
you are a salesman and 
you are waiting on a 
customer is no reason 
why you should not go 


[CONTINUED ON PAGE 87 ] 
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& hlosigry MARKET TALK 


Good Business Ahead 


Practically every economic author- 
ity in the country is in an optimistic 
frame of mind. All see good busi- 
ness ahead for the first six months 
of 1926 which is as far in advance 
as current predictions go. Employ- 
ment conditions are good, the major 
industries are prospering and the 
only two basic industries concerning 
which any doubt has been expressed 
—the building and automobile indus- 
tries—are now said to be looking for- 
ward to the same degree of prosper- 
ity as that enjoyed in the year just 
closed. There has been an abundance 
of winter construction work—more 
than in several years past—and ad- 
vance orders booked by manufactur- 
ers selling to the building trades in- 
dicate a continuance well into the 
summer. Despite highly competitive 
conditions existing in the automobile 
industry, it is now believed that 
prosperity will carry over. And, 
what is more to the point, hosiery 
volume is expected to tax the capac- 
ity of the mills. Buying in volume 
will start, it is predicted, late in 
January or early in February. 

* * * 


Full Fashioned Hose 


No sign now visible points to a de- 
crease in the demand for full-fash- 
ioned hosiery during 1926. In fact, 
judging by the rapidity with which 
mills throughout the country are add- 
ing to their supply of full-fashioned 
knitting machines, they are commit- 
ted to the idea of an increase. The 
price of raw silk has not fluctuated 
enough during the month just closed 
to be a real factor and authorities in 
the textile field are beginning to feel 
that the question of raw silk prices 
is a dead issue. There is more rea- 
son for believing that prices of mer- 
cerized hosiery may drop, but here 
again, and in spite of the lull in buy- 
ing, manufacturers see no indication 
of any radical price change and 
prices are being maintained in the 
expectation of better business when 
jobbers become more active in the 


market. 
* * * 


Chiffon Lisle the Latest 


Recently, and apparently out of a 
clear sky, has come a demand for 
chiffon lisle hosiery. Its rise to sud- 
den popularity has been spectacular. 
Several of the New York department 
stores and specialty shops have fea- 
tured and sold them in considerable 
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quantities and orders are beginning 
to come in from other sections of the 
country. In Paris, where they first 
saw the light of day, they are being 
sold in shades to match the complex- 
ion of the woman wearing them. In 
New York, also, this has been at- 
tempted, although other shades, of 
the pastel variety, have been intro- 
duced. This gossamer-like hosiery is 
being sold for evening and for sports 
wear in the South. The hosiery is 
full-fashioned and lacks the high lus- 
tre of real silk. “In the new mode,” 
says one cabled report from Paris, 
“there is as little shine to the stock- 
ing as to the well-powdered nose.” 
Most of the business being done on 
this hosiery is around $2 at retail. 
* % * 


Men’s Fancies More 
Conservative 


It is becoming increasingly evi- 
dent that the volume business in 
men’s fancies will be done on more 
conservative patterns and color com- 
binations in Spring, 1926, than was 
the case in 1925. What is needed in 
the men’s hosiery business is not so 
much a constant change of pattern 
and color to keep interest alive as 
patterns and colors which the aver- 
age man (and his name is legion) 
can wear without the feeling that 
everyone is looking at him. The so- 
called “college boy” trade has been 
absorbing most of the wilder fancies 
to date but even in this department 
of the business, there has been noted 
a decided lessening of the demand 
for lurid color contrasts and extrava- 
gantly conceived patterns. There is 
a constantly expanding market for 
fancy hosiery in good taste, colors 
which tend away from the raw and 
toward the pastel; patterns which 
are “quieter” than the huge checks 


and diamonds of the past. 
* * * 


Rayon Shows Gain 


While rayon alone has been used 
to a greater extent in knitted under- 
wear and outerwear than in hosiery, 
nevertheless its use in hosiery, in 
combination with wool or with cot- 
ton, has been increasing steadily— 
and, in some grades, rapidly during 
the last year. One authority is re- 
sponsible for the statement that 90 
per cent of the so-called silk and wool 
hose on the market this winter is, in 
reality, rayon and wool. In making 
this statement he. was referring, of 
course, to the lower and medium 


grades, particularly to women’s hose 
retailing at from $2 down. It seems 
to be an established fact that, in com- 
bination with other yarns, rayon has 
worked out very satisfactorily and 
the extent to which it is being used 
by the textile. manufacturers is 
shown by the difficulty many have 
had in getting deliveries when 
wanted in the desired _ quantities. 
This situation has corrected itself 
now, however, and there is some talk 
of a downward revision in prices. 
* * * 


Hosiery Imports Grow 


Both cotton and woolen hosiery 
imports have shown a decided in- 
crease during 1925. Figures fur- 
nished by the Department of Com- 
merce show that, in cotton hosiery 
alone 416,611 dozen pairs were im- 
ported during the ten months ended 
October 31, 1924. In money value 
these represented in round numbers 
$1,140,000. For the same period in 
1925, 471,041 dozen pairs were im- 
ported, the money value being $1,- 
666,079. In woolen hosiery the in- 
crease was even greater, jumping, in 
money value, from about $2,400,000 
in 1924 to $3,138,513 in 1925. 


* * * 


What Men Are Buying 


Resident buying opinion divides 
the January men’s hosiery business 
into 60 per cent wool fancies, 20 per 
cent lisles and 20 per cent silks. The 
fancies shown will be in checks and 
plaids of medium rather than pro- 
nounced color tones, on grounds of 
tan, brown, gray and light blue. The 
average department store will base 
its bargains in men’s wool hose on 
the 95-cent price. 

Golf hose for Southern wear is 
mostly in white backgrounds, fronted 
with colored checks, diamonds and 
cross stripes in medium tones—rust 
and tan—with black also used to 
form diamond patterns against the 
white ground. Cuffs match the legs. 

The best advice for January is that 
it should be made the month for 
clearance of men’s winter hose, in 
order to leave shelves and windows 
free for Spring lisles in light weights 
and high colors. Sale of men’s Spring 
hosiery will begin as early as Janu- 
ary 15 in stores which seek to be 
recognized as fashion leaders for 
men’s wear, but February will not be 
late for shoe stores catering to the 
general run of consumers in most 
parts of the country. 
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Colors to Grow Lighter 


[CONTINUED FROM PAGE 73] 


10 to 12 inches vouchsafed an ad- 
miring world by this Winter’s skirt 
lengths. True it is that they nearly 
aH look alike. But ever since mid- 
December, which was when so many 
women were buying fancy woolen 
socks and golf hose for their men 
folks’ Christmas gifts, woolen stock- 
ings have been increasingly in evi- 
dence on women and girls. Now 
resident and grouped store buyers 
are no doubt telling the exact truth 
in denying the existence of any de- 
mand for women’s wool fancies from 
their various stores. But there is 
no doubt, too, that New York women 
are buying and wearing wool fan- 
cies in small but discernible volume. 
And experience has proved. that 
even a small trend in New York 
City is speedily reflected elsewhere. 
Besides, men’s hosiery has taken on 
lately a passion for loud patterns 
in fancy wools, and there hasn’t 
been a male style in vogue since the 
world war which the women failed 
to appropriate next morning. In 
view of these observations and de- 
ductions, the shoe retailer won't 


make any very fatal mistake if he 
shows a pair or two of nifty wool 
fancies for women in his January 
window. 

The January factor remaining for 
consideration by the shoe store man 
is that of the month’s competition, 
more general and more to the hilt 
than the competition he must deal 
with at any other time of the year. 
Department stores now, like the 
Bowery’s denizens of old, do such 
things and say such things under 
the cloak of their January sales that 
it’s risky for even a $1 bill to go 
there any more. 

This year January hosiery sales 
by department stores are shorn of 
some of. their wickedest. fighting 
weapons. Resident buyers admit 
that hosiery manufacturers, taking 
a leaf from the hand-to-mouth buy- 
ing of the stores, have shrewdly 
refrained from production in excess 
of actual orders in hand. So hosi- 
ery buyers for department stores 
will find no surplus of regular hosi- 
ery at bargain prices with which 
to “sweeten” the stocks. 
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THREE YEARS AGO 


buyers in the country. 


Boston, Mass. 


Scocococ a a 


“The Place to Sell Hosiery Is the Shoe Store” 


“HOSIERY” 
started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 


The sown seed is growing with amazing 


So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 


The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most: responsive group of hosiery 
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Every Customer a Hosiery 
Prospect 
[CONTINUED FROM PAGE 85] 


to any length to create a favorable 
impression and make the customer 
want to come back. We have people 
come for blocks out of their way 
to trade with us simply because of 
the friendly service we render. 
“Some people like to talk and tell 
you of their troubles. Others like 
to ask your advice in selecting mer- 
chandise. Some want to buy but 
don’t just know what they want. 
All of these people need the help 


of a person who will sympathize 
with them and help them. If you 
show a little more interest than 


just selling them something, they 
will be back, and soon your volume 
will be doubled. It isn’t only what 
you sell, but the manner in which 
you sell it.” 

This store enjoys a good trade 
and a consistent one. Their cus- 
tomers are loyal and appreciative. 
Not only do they come to the Elite 
Quality for their own merchandise, 
but they bring others with them, 
or recommend it for good merchan- 
ise and courteous treatment. 


Equipment 
by 
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rapidity. All over the country shoe mer- selling 
chants are putting in hosiery depart- hosiery. 
ments. Each month the idea grows 

bigger. 







BOSTON 
26 Kingston Street 






are constantly being devel- 


J. R. PALMENBERG’S SONS, Inc. 


Creators of Display Equipment for Over 70 Years 


63-65 West 36th Street, NEW YORK 


FIXTURES and FORMS 


add interest, novelty and 
power to the display of 


Consult 


CHICAGO 
204 W. Jackson Blvd. 
SAN FRANCISCO 
11 First Street 
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